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hubb Introduces Full All Lines 
arketing, Rating, Cover Plan 


Chubb & Son has launched a per- 
al lines program, Plan IV, in Ohio, 
bnnsylvania and Iowa, effective Oct. 
}. which is headed for certain other 
eas in the near future. This com- 
ines all important personal lines in 
xe plan—homeowners A and B (and 
nants) that contain certain cover- 
se innovations, automobile with a 
hubb & Son designed policy and 
erit rating plan, all types of life in- 
irance, and a single basic A&S pol- 
vy which can be varied by rider to 
tall individual needs. 

Vigilant, a Chubb & Son property 
id liability insurer, will write the 
ymeowners and automobile, and Col- 
iial Life, which is associated with 


the Chubb & Son group, will handle 
the life and A&S. Each will handle 
claims and losses in its field. 

Plan IV represents a major effort 
by the Chubb group, after long study, 
planning, experiment and _ research 
into the likes and dislikes of insured 
with personal insurance needs. It was 
designed throughout to solve the mar- 
keting problem of the local, independ- 
ent Chubb & Son agent. 

The basic concept Plan IV is to 
provide comprehensive protection \for 
all the needs of insured but with 
flexibility in all its phases to allow 
for a tailor made job and at a profit 
to agent and company alike. Under 
contracts that provide for the agent’s 


ownership of expirations, the program 
provides coverages which the insur- 
ers regard as superior or equal to those 
of companies that have been dominat- 
ing the personal lines fields. 


Maximum Variation Emphasized 


Coverage, procedures and processing 
have been simplified and tested to 
produce economies. At the same time, 
however, all three have been con- 
structed to meet the maximum varia- 
tion in insured’s needs. 

The program is coupled with a pay- 
ment plan that will meet any need or 
desire of insured. Many of the buyers 
of personal insurance interviewed by 
(CONTINUED ON PAGE 12) 





100 Attend NAMIA Annual At St. Louis; 
leyser Slated To Succeed Henry Bean 


By RICHARD G. EBEL 


ST. LOUIS—Opening day registra- 
yn was a sizable 800 as National 
ssn. of Mutual Insurance Agents 
mmenced its annual convention here 
is week. Much of the program is 
‘ing devoted to a discussion of au- 
mation, and then, of course, there 
that customary matter of business, 
le naming of a new president. John 
eyser, Kalamazoo, is slated to suc- 
‘ed President Henry D. Bean of Had- 
pnfield, N. J. 

A condensed facsimile of a meet- 
ig last June of the committee which 
udied the effects of automation in 
\¢ insurance industry was presented 
ith George McKiever of Miami as 
airman. Participants were Fred A. 
eckford, Lumber Mutual Fire; Wil- 
m L. Hitchcock, Norfolk & Dedhain 
utual Fire; Otto C. Lee, Harleysville 





A complete report of this meet- 
, with pictures, will be carried in 
ext week’s issue. 








utual; Ben C. Dahlmann, Federal 
utual; C. H. Mahan, International 
siness Machines Corp.; Gay W. 
ilbrandt, Pelham, N. Y.; and John 
eyser of Kalamazoo. The company 
en, generally speaking, believed that 
tomation would not threaten the in- 
Ppendent status of the agents and 
ould provide economies of time for 
pentst o make more sales. 
Earl A. Lamb, New York, and Nor- 
Trebilcock, agency supervisor of 
edger Mutual, served as co-modera- 
rs of a panel which reported on the 
pmpany-agents’ committee which has 
Pen at work for four years. The com- 
ttee works in advertising, public re- 
tions, education and agency man- 
pement, providing what Mr. Lamb 
med “A refreshing example of un- 
erstanding and cooperation” between 
pmpany and agent. 
Mutual General Agents Assn., at its 
eeting Monday, was given a com- 







posite of many thoughts expressed by 
all segments of the industry on what 
the business will look like 10 years 
from now. J. Ira Laird Jr., Harris- 
burg, Pa., listed six observations: 

1. Life companies will enter the 
fire and casualty field when adequate 
legislation is passed. 

2. Fire and casualty companies are 
entering life and A&S today. 

3. Eventually fire, life, A&S and 
general casualty lines will be written 

(CONTINUED ON PAGE 39) 


NYFIRO Ceases Fire 
In Rate Litigation 


New York Fire Insurance Rating 
Organization has decided to withdraw 
any further petitions for judicial re- 
view in connection with Allstate’s 
commercial rate deviation and North 
America’s independent dwelling rate 
filing. 

NYFIRO decided on this action af- 
ter receiving a report on the decision 
by the court of appeals last July in 
the Allstate independent dwelling rate 
filing. This court affirmed the appel- 
late division’s decision without opin- 
ion, including the ruling that NYFIRO 
was an aggrieved party and therefore 
has the right to contest any applica- 
tion for a deviation or independent 
filing on the ground that such filing 
does not conform to the standards of 
the insurance law. In this case, All- 
state was granted dwelling rates 15% 
below those of NYFIRO. 


Superintendent Sustained 





The affirmation by the court of ap- 
peals, without opinion, can reasonably 
be interpreted, according to NYFIRO, 
to mean that in the absence of a 
breach by the superintendent of any 
section of the rating portions of the 
law, New York courts will not over- 

(CONTINUED ON PAGE 39) 


MIC Votes To Join 
Inter-Regional, 
Boyle Is Chairman 


The progress of mergers presently 
being effected between Inter-Regional 
Insurance Conference and a number 
of other advisory organizations, in- 
cluding Eastern Underwriters Assn., 
Western Underwriters Assn., Pacific 
Board, Southeastern Underwriters 
Assn. and Reporting Form Service 
Office was discussed at length at the 
annual meeting of Inter-Regional in 
New York. 


Members Vote Approval 


The members of Multi-Peril Insur- 
ance Conference have voted to ap- 
prove the resolution of its executive 
committee to merge with Inter-Re- 
gional. The proposal was approved by 
the membership of Inter-Regional at 
the meeting. 

It is planned that the actual trans- 
fer of functions of the several ad- 
visory bodies to Inter-Regional Insur- 
ance Conference will be consummated 
this Nov. 1. 

“ Milton, W. Mays, vice-president 

America Fore and chairman of Inter- 

Regional, reported on the mergers. 
(CONTINUED ON PAGE 39) 


Safety Institute 
Program Quilined 
In Detail By Brown 


Insurance Supported Unit 
Will Seek All Out Efforts 
In Selected States 


The program of Insurance Institute 
for Highway Safety, organized by 532 
auto insurers, was outlined by Russell 
I. Brown, president, in a talk before 
International Assn. of Police Chiefs in 
New York. The program involves six 
steps. In general, the institute will 
attempt to act as the catalyzer of a 
full safety program in carefully se- 
lected states. 

The institute will not duplicate the 
efforts of any sound, existing safety 
organization on any level, Mr. Brown 
said. That is uneconomical, and the 
institute is keenly aware of the econ- 
omics involved in the traffic safety 
problem. 

It will not initiate one-shot cam- 
paigns in the vague hope that they 
might do some good. It will not seek 
publicity. It will not seek controversy. 
At the same time, it will not be 
afraid to explore any legitimate avenue 
that might lead to its goal of accident 
reduction. 


Will Make Grants-In-Aid 


The institute will make grants-in- 
aid to support and expand safety 
efforts which will make a contribution 
to sound, official programming. The 
measure will be: Does this program 
make a contribution to the solution 
of the total preblem? 

The institute will also conduct a 
direct action program to obtain co- 
ordinated programming, official pro- 
gramming, to apply the things that all 
know will work, he said. 

The grants-in-aid program is easily 
understood. Basically, it is the transfer 

(CONTINUED ON PAGE 29) 





O’Mahoney Report In Dec. 
The staff of the Senate anti-trust 
and monopoly subcommittee does not 
expect either its report on the investi- 
gation into insurance regulation and 
competition or its report on the hear- 
ings will be released before December. 








+ ee) 


Ten goslings were initiated by Peace Garden pond of Blue Goose at Bismarck, 


N. D. Attending the initiation were, from left: C. F. Wood, Western Adjustment; 
Gov. John E. Davis of North Dakota; George A. Allen, Western Adjustment for 
Missouri; C. O. Young, Western Adjustment, most loyal gander, and R. J. 
Shamla, America Fore Loyalty, supervisor. Mr. Allen, past most loyal gander 
of the St. Louis pond, gave the charge to the new ganders, and Gov. Davis 
related his experiences while touring Russia with a group of governors. 
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C. B. FunderBurk 


Is New President 


Of Mutual Insurers 


NAMIC Adopts Modernized 
By-Laws At Dallas; Names 
Kamper President-Elect 


The three-day annual convention of 
National Assn. of Mutual Insurance 
Companies and its affiliates was con- 
cluded at Dallas last week with the 
departure of perhaps 10% of the regis- 
trants and wives on a tour to Mexico 
City. It is traditional that the organi- 
zation have a planned tour of this kind 
after its meetings. Last year it was 
Bermuda, and next year it will be 
Alaska following the convention in 
Seattle Sept. 11-14. 

At the final general session, C. B. 
FunderBurk, president Cotton States 
Mutual of Atlanta, was elected presi- 





C. B. FunderBurk, 
president of NAMIC, receives the gavel 
of office from his predecessor, George 
A. Christensen, Bear River Mutual of 
Salt Lake City, at the final general 
session. 


(left), the new 


dent to succeed George A. Christen- 
sen, secretary Bear River Mutual of 
Salt Lake City. 

Extensive changes in the by-laws 
of a modernizing nature were adopted 
unanimously at the final session. 
Among the innovations was the estab- 
lishment of the office of president- 
elect, and Gary H. Kamper, Badger 
Mutual of Milwaukee, is the first to 
hold this position. The plan is to es- 
tablish a definite line of succession 
so that the president-elect, shortly be- 
fore advancing to president, can begin 
to function in conjunction with the out- 
going administration. W. T. James Jr., 
Northern Neck Mutual Fire of Irving- 
ton, Va., is vice-president, and I. G. 
Saltmarsh, Indiana Lumbermens Mu- 
tual, is treasurer of NAMIC. The sec- 
retary and headquarters officer is 
Harry P. Cooper Jr. of Indianapolis, 
who has held that job since 1947 when 
he succeeded his father. 

The Dallas meeting attracted 1,059 
registrants representing 310 compa- 
nies from 38 states. This is par for 
NAMIC. The organization has nearly 
1,300 members, and its annual con- 
vention also is the annual meeting of 
its five affiliated conferences, plus 
meetings of the Advertising-Sales 
Conference of American Mutual In- 
surance Alliance, the Century Club of 
NAMIC, Federation of Mutual Fire 
Insurance Companies, Mutual Insur- 

(CONTINUED ON PAGE 30) 
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Md. Agents Elect 


Dallas President; 
Press Merit Plan 


By JOHN N. COSGROVE 


BALTIMORE—A merit rating auto 
plan is high on the list of objectives 
of Independent Insurance Agents 
Assn. of Maryland. At the annual 
meeting here, which drew a crowd of 
400, the subject was a feature of the 
official program and was prominent in 
corridor and company suite discus- 
sions. 

George M. Dallas of Salisbury was 
named president. He succeeds Joseph 
C. Hlavin of Baltimore who becomes 
chairman, replacing Truman B. Cash 
of Westminster. James H. Gorges of 
Baltimore was elected executive vice- 
president; William F. Burkley of Elk- 
ton, secretary, and F. Addison Fowler 
of Baltimore treasurer. H. H. McFar- 
lin of Riverdale was reelected state 
national director and Robert C. Bock 
executive-secretary-treasurer. 

In the report of his administration, 
Mr. Hlavin said that in the area of 
auto insurance, agents are faced with 
vicious competition, a dwindling mar- 
ket and the threat of reduced com- 
missions. The only ray of hope is a 
merit auto rating plan, and Maryland 
agents must continue their effort to 
have one filed and approved as a 
competitive weapon. 


Conducts PR Campaign 


In the past year the association has 
conducted a statewide information and 
public relations campaign for a merit 
plan. News releases on the subject 
have been sent to 80 newspapers in 
Maryland, and considerable editorial 
backing has been obtained from pa- 
pers in Baltimore, other large towns 
and in smaller communities. Radio 
spots have also been utilized to good 
effect. This determined effort must be 
continued and intensified, Mr. Hlavin 
declared. 

Dave Johnson of Pensacola, co-chair- 
man of the NAIA Big I campaign, 
showed evangelistic zeal in his plea 
for support of the ad program. His 
salty presentation reflected a number 
of shrewd observations. 

For example, he said that big agents 
do not seem to be too interested in the 
Big I program. They are not too con- 
cerned with personal lines where com- 
petition is being felt. However, he 
continued, there is no longer any 
question of whether life companies 
will invade the general lines field— 
but only a question of when they will 
do so. 


Warns Larger Agents 


Larger agents had better think of 
building a solid reputation now to 
hold on to business when life compa- 
nies become a factor, Mr. Johnson de- 
clared. Big I presents the best method 
of establishing public recognition and 
customer support. 

He warned big agents that Pruden- 
tial, for example, might lend $1 mil- 
lion to some Maryland industry, and 
he permitted the audience to draw its 
own conclusions in connection with in- 
roads on general commercial lines in 
such a situation. 

An expert at one-man surveys, Mr. 
Johnson discovered in church on the 
Sunday prior to the meeting that the 
per capita expenditure for alcohol in 
the U. S. is $56 and for cigarets $36. 
The total of $92 would look good com- 
ing from every agent in support of the 


Economics Society 
Elects Hellgren Of 
Lumbermans Mutual 


J. E. Hellgren, 3rd_ vice-president 
of Lumbermens Mutual Casualty, was 
elected president of Insurance Eco- 
nomics Society at the annual meet- 
ing in Chicago. He succeeds Paul W. 
Watt, president of Washington Na- 
tional. 

Vice-presidents are W. J. Hamrick, 
Gulf Life, and J. W. Scherr Jr., Inter- 
Ocean. H. O. Fishback Jr., North- 
ern Life of Seattle, is secretary. 

Elected to the executive committee 
for 3-year terms are Travis T. Wal- 
lace, Great American Reserve; V. J. 
Skutt, Mutual Benefit H.&A.; S. L. 
Horman, Time of Milwaukee; Watson 
Powell Jr., American Republic, and 
C. G. Ashbrook, North American Life 
of Chicago. 

Reviewing the 1959 legislative de- 
velopments, Managing Director E. H. 
O’Connor reported the successful dis- 
position of 14 compulsory cash sick- 
ness bills introduced in 10 states. He 
emphasized that “no state has adopted 
a compulsory cash sickness plan since 


1949, although since that time 187 
such bills have been introduced in 
21 states.’ Mr. O’Connor then out- 


lined the problems ahead next year 
both in Congress and in the states. 


ARs Get 50% Increase 
In Tenn., Class Is 
Being Rated By Self 


Tennessee has approved a 50% in- 
crease in rates for automobile assigned 
risks. This is applicable for the first 
time to clean risks. The 50% increase 
is on top of the 35% surcharge made 
for major traffic violation convictions 


and 25% for conviction for minor 
offenses. 
This is substantially the pattern 


being followed across the country on 
assigned risk business. The clean risks 
now are coming in for a substantial 
surcharge, and the assigned risk ex- 
perience is to be segregated so that 
rates can be made for such risks as a 
separate class. This has not been done 
in most plans heretofore. 


Cut Mass. Compulsory Rates 


Representatives of insurers ap- 
peared at a public hearing conducted 
by Commissioner Otis M. Whitney of 
Massachusetts in Boston to protest 
his promulgation of 1960 auto com- 
pulsory rates almost 3% under those 
in 1959. However, the commissioner’s 
order is expected to stand. The in- 
surers were willing to go along in 
1960 with the 1959 rates but ex- 
pressed doubt that the slight improve- 
ment in accident claim frequency and 
in claim costs would continue into 
next year. 





Big I to preserve their business, Mr. 
Johnson commented. 

The association adopted a proposal 
by Connecticut General for a group 
life and A&S program for members, 
including surgical and major medical 
features. Connecticut General won out 
over 14 companies submitting plans 
for association consideration. Under 
the arrangement, commissions on the 
case will be applied to the experience 
developed. 

Companies and general agencies 
played host in 13 hospitality suites. 
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Auto Dominates 
Nebraska Annual: 
Britian Elected 


Motel Meeting Draws 400; 

McWilliams, Grubbs § 

Neb. Navy Receives Policy 
By R. R. CUSCADEN 


OMAHA—The west may start } 
but there sure have been some chan 
Meeting in 
Town House, ay 
atial motel on 















ly dancin g 
amusement at 
52nd conventio 

Sessions, ho 
ever, also w 





ing the two-day meeting. In one way 
another, nearly every speaker touc 
upon this pressing problem, and 
entire afternoon was devoted to a hi 
powered, six-man panel on the subj 
John J. Brittan, Alliance, 
elected president succeeding Jack 
Norris, Hastings, and Kenneth 
Schenck, Omaha, moved up to 
vice-president. Jesse Benson, Wym 
was elected 2nd vice-president 
Donald F. Newville, Lincoln, se 
tary-treasurer. Leo J. Beck Jr., L 
coln, was reelected state national 
rector, and Richard C. Allgood, 1 
association’s popular executive sd 
retary, remains in that post. 


Nebraska Navy Insured 


The celebrated Nebraska Navy c 
in for more than its usual share 
attention this year. Recognizing 
navy as “the bulwark of our sta 
defense,” Insurance Director Grub 
accepted on behalf of Gov. Bro 
an insurance policy which insures 
navy against, among other _ thin 
fall-out, icebergs, stray whales 
discarded water skiis. The poli 
measures four feet square and 
“validated” by city and county o 
cials. 

The convention’s main event, i 
auto panel, was introduced by Cur 
M. Elliott, insurance professor Us 
versity of Nebraska and special edi 
cational consultant for NAIA. 
Elliott set the tone for the discuss 
by stating that the auto business t 
day is in the most chaotic state 
has ever experienced. No one knows 
the new safe driving plan of the By 
reau will be successful, but it is 
real attempt to “get back into 0 
auto business,” he said. Somethis 
had to be done and agents sho 
keep an open mind about the pl 

James R. McWilliams, National 5 
reau’s automobile manager, led ¢ 
for a panel consisting also of Dit 
tor Grubbs; John H. Binning, form 
director and now counsel for ¥ 
Nebraska association; Maurice 
Jacobsen, Nebraska financial resp® 
sibility supervisor, and Emerson * 
Westwick, Insurance Institute 
Highway Safety. 

Quoting from a recent editorial 4 
THE NATIONAL UNDERWRITER by 


ecutive Editor Kenneth O. Force, 
(CONTINUED ON PAGE 38) 
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in at 9 


out at 5 


The 
Standard 


gives 








better customer service with 
‘same-day’ processing of policies 


In at 9, out at 5 is the rule for policy 
processing at The Standard Insurance 
Co., Tulsa, Okla. Now, with the in- 
stallation of a new IBM RAMAC® 305, 
an application never takes more than 
one day to process. 

RAMAC is the only self-contained 
data processing system which can re- 
cord and account for transactions as 
they occur. With this unique system, 
policies are processed by The Standard 


at the rate of 60 per hour. This includes 
rating the policy and writing the dec- 
laration. Further, IBM RAMAC 305 
provides general ledger accounting, 
production reporting, inforce account- 
ing, accounts current checking and 
statistical analysis. 

Like all IBM data processing equip- 
ment, RAMAC may be purchased or 
leased. Call your local IBM representa- 
tive today. 





The Standard’s President, Ben Voth (1.), 
and Claude L. Wright, Vice-President, in- 
spect the new IBM RAMAC 305 installation. 


DATA PROCESSING IBM 
® 








Problems of growth encountered by 
mutual agents were related with re- 
vealing clarity by John A. McNutt, 
assistant manager Northwestern Mu- 
tual at Dallas, in his talk before the 
Advertising-Sales Conference of 
American Mutual Insurance Alliance 
meeting during the convention at Dal- 
las of National Assn. of Mutual Insur- 
ance Companies. Mr. McNutt’s obser- 
vations on the general difficulties 
agents must contend with in passing a 
certain stage of growth, and of the 
special application this has to mutual 
agents, was as candid a review of this 
situation as has been offered in some 
time. 

In the mutual field the agency busi- 
ness is fairly well confined to the one 
man operation, Mr. McNutt com- 
mented. These agents are either (1) 
new and expanding, (2) at a maximum 
of growth beyond which, for one reason 
or another, there is no desire to con- 
tinue, or (3) at a point of wishing to 
grow even though at maximum ca- 
pacity. 

Too many agents are in the group 
not wishing to grow any further, Mr. 
McNutt remarked. Among the reasons 
for not wanting to expand are that 
income taxes would not allow the 
agent to benefit in proportion to his 
effort, or that the agency is refining 
its business by dropping slow pay 
accounts and consolidating customers’ 
business by writing all or none. Agents 
using the latter theory hope to add 
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Growth Problems Of Mutual Agents 


Are Thoroughly Analyzed For 
Company Men At NAMIC Meeting 


new business from referrals or other- 
wise to offset their cancellations. This 
can be accomplished, the agents hope, 
with a minimum of effort, with re- 
newals mailed rather than delivered. 
Strangely enough, Mr. McNutt ob- 
served, this seems to be working. The 
maximum volume of a single agent 
will vary with his incentive, averaging 
$100,000 to $150,000, but running up to 
as much as $300,000. But the agent 
who is at his maximum capacity and 
is still seeking means of expanding has 
not yet been able to solve the problem 
with much facility. The problems, Mr. 
McNutt explained, are whether to go 
into partnership, or employ solicitors 
or salaried representatives. 
More Dissolved Than Formed 


In states where agencies may not be 
incorporated, Mr. McNutt said in the 
last 10 years there have been more 
partnerships dissolved than formed. 
Reasons for this vary. The agent has 
not felt the need of a partnership ar- 
rangement if commissions have been 
adequate to take care of the cost of 
operating his one man agency—there 
has not been a need to reduce expenses 
by pooling resources. To this can be 
added, he said, such usual objections 
to a partnership as the liability factor 
and personality conflict. 

Neither have solicitors been a suc- 
cessful means of increasing production, 
Mr. McNutt declared. A solicitor in 


most states is employed on a com- 
(CONTINUED ON PAGE 16) 
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FIRE 


Here is an idea which will put 
new business on your books! 

Add Lloyd’s Deductible Fire to 
your portfolio of coverages. It's 
just the thing for large single 

r multiple location risks who want 
the cost-saving deductible fea- 
ture. But you'll need the expert 


to make each sale count. Drop 

s a line today for a quotation on 
any risk where the Fire premium 
is $5,000 or more. 


We serve agents, brokers 
and insurance companies. 


EXCESS AND SURPLUS LINES 


Tennessee Agents 
Elect Ross Reed 


Insurors of Tennessee at the annual 
convention at Knoxville elected Ross 
Reed of Greeneville president to suc- 
ceed Addison L. Webb of Chattanooga. 
Other new officers are Arch Northing- 
ton of Clarksville, former insurance 
commissioner and past president of Na- 
tional Assn. of Insurance Commission- 
ers; E. B. Tanner of Union City, and 
Lloyd Cheek of Spring City, vice-pres- 
idents; James Alexander of McKenzie, 
secretary; and Thomas Jarrell of Nash- 
ville, treasurer. 

New directors are Samuel Chester 
Jr. of Chattanooga, Jack Monroe of 
Johnson City, and James Wetter of 
Memphis. Mr. Webb was named chair- 
man of the board. 

Mr. Cheek won the “insuror of the 
year” award for his work as chairman 
of the advertising drive and for getting 
31 new members for the association. 
The first presentation of the presiden- 
tial citation went to Frank McGlaughon 
of Kingsport for his work as state na- 
tional director. 

Paul H. Jones of Tucson, president 
of NAIA; Commissioner Nelson Parker 
of Virginia; Dave Johnson of Pensacola, 
chairman of NAIA’s special committee 
on advertising; Commissioner John R. 
Long of Tennessee; Fred G. Carpenter, 
Memphis brokerage agency of Connect- 
icut General Life; Tom C. Johnson, ex- 
ecutive secretary of the Florida asso- 
ciation, and James McWilliams, mana- 
ger of the automobile department of 
National Bureau, were speakers. 

In addition, CPCUs conducted a pan- 
el on the independent agent’s path to 
professionalism. They were C. M. Hunt 
Jr., moderator; William Rhett, Samuel 
C. Loventhal, and James Alderson. 


Bennett To Institute 
For Highway Safety 


Insurance Institute for Highway 
Safety has appointed Richard O. Ben- 
nett secretary-treasurer. He has been 
with National Assn. of Automotive 
Mutual Insurance Companies as di- 
rector of the accident and fire pre- 
vention department. 

Mr. Bennett will be in charge of the 
institute’s office and, at least tem- 
porarily, will be responsible for its 
grant-in-aid program. 

Prior to joining the mutual associa- 
tion he was with National Safety 
Council where he helped to set up 
the annual inventory of traffic safety 
activities. 

He is chairman of the national com- 
mittee for motor fleet supervisor train- 
ing, which conducts training courses 
in nearly 50 colleges and universities. 


NAIIA Catastrophe Plan In 
Effect For N. C. Hurricane 


National Assn. of Independent In- 
surance Adjusters has its catastrophe 
program in operation in connection 
with the hurricane at Charleston, S.C. 
Within 72 hours after the hurricane 
struck, NAIIA began to assign mem- 
bers to the loss. 

Donnie Jones of Port Arthur, Tex. 
chairman of the catastrophe program, 
visited the scene with H. B. Wellborn, 
Hattiesburg, Miss., the area represen- 
tative. They worked in conjunction 
with Donald Sherwood of the National 
Board and Robert Lusk of Mutual 
Loss Research Bureau. 

NAIIA has 38 adjusters on the 
scene, and the estimated losses to be 
handled by this group alone total 
9,000. 


























ke 


October 23, } 


NAIC Unit On Fire, 
Casualty Rate Laws) 
Holds First Meeting 


The subcommittee of National J 
of Insurance Commissioners to 
view fire and casualty rating 
and regulations had its first meet 
in Chicago last week. All members¥* 
the committee were present, af 
Chairman Joseph S. Gerber of [ing 
presided. onne 

It was determined that the subeop ti? 
mittee would devote itself to an , 
praisal of the functions of rating }, yorld, 
and rate regulation and their efggpamies 
tiveness in serving the public dup; eft te 
the past decade. In order to accomgisule 
lish this, four principal steps wil] ps © 
taken. de 


Will Hold Hearings 


1. The subcommittee will popPec!# 
hearings to determine whether or pkeinst 
the types of rating laws which ha 
been developed since the SEUA ded bies 
sion have been effective in serygy 
the public and maintaining free coy pegot 
petition. The nature of problems whi¢™° 
have arisen under the various typf* 
of rating laws will be determined. ¥#5 
obtain local opinion, the subcommift"® 
tee will hold hearings in various parf® 
of the country. 

2. All rules and regulations adopt 
in the implementation of rating lag? 
will be studied. as} 

3. Questionnaire No. 2 which 
been filled in by all insurance dé 
partments at the request of the U. #* 
Senate anti-trust and monopoly sui 
committee will be reviewed. 

4. Types of rating laws and 
items which were taken up by ; 
anti-trust subcommittee under Segstati 
O’Mahoney will be studied and evalglan¢ 
ated under 10 classifications—ageact 
grieved party; one-year deviation prgstat 
vision; revisions concerning rategsedl 
rules and forms; deemer clause; pagand 
tial subscribership; availability qcom 
filings for inspection; provision for agg eau 
proval or disapproval to include pam dist 
tial approval or disapproval; notice t#cau 
rating organizations, any other provi to: 
sions of the all industry bill that rq | 
quire further study and_ evaluatiog res 
and the role of advisory boards ang uni 
their function in rate making and thé ing 
supervision to be exercised by stateg los 

The subcommittee will have its fir Fr 
public hearing Nov. 16-17 at the Moy | 
rison Hotel, Chicago. Those desirin: 
to present prepared statements wit] N 
a 30-minute time limit must so noti 
Mr. Gerber by Nov. 10. 
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Fire, {ternational Hail 


Lawslasurance Meeting 
peting 





Hail insurers have their own inter- 
tional union and they held their 
;nnial three day convention in Sche- 
mers to sningen, Holland, in September. Ap- 
rating ta aximately 160 persons, representing 
first meesfld companies of 16 nationalities, at- 

~ eet ded. Reinsurers were well repre- 


me ge 
mbers onted. One was Jerome Greilsheimer, 















‘ational 4 




















a Wie York broker, who favors direct 
“Eonnections between the U.S. and 

the subep ontinental insurance business. 

If to an ! Farm risks are, in this part of the 

rating “forld, normally insured by stock com- 








their efjpanies. Damage to growing crops is 
ublic dupfeft to be insured by specialty hail 
- to accompasurers, mutual or stock. When dam- 
teps wil] pee to growing crops is guaranteed 
der a normal fire insurance policy, 
e odds are that the risk of damage 
by hail storms are insured with a 
will he pecialty hail reinsurer. 


ether or y 


Pan : The unofficial purpose of the Schev- 

in serypuingen meeting was reinsurance— 
g free coq hegotiating treaties on terms and con- 
blems whig'sions based on reinsurers’ over-all 
rious typsexPerience. This is business with a 


atastrophe hazard. One of the aims of 









insurance Unofficial Purpose 






















ermined, ¥°* : cs 

subcommif® international union is to be allowed 
fl r ° ‘ 

arious parf® build up special catastrophe reserves 


put of normal untaxed surplus. Some 
ons adopts ountries allow this to some degree, 
rating lay olland for example. Insurers can set 
aside a part, said to be up to 25% of 
which aay one year’s premium, of normal 
urance qpurplus before income or profits are 
f the y, faxed. Hail insurers aim at securing 
10poly sugsimilar tax consideration in every 
, ountry. This would reduce to some 
's and jextent the need of reinsurance. 

up by Roger Moreau of France discussed 
under Segstatistics for rate making at the Hol- 
and evalgland convention. He concluded that 
ations—ageach underwriter had his own private 
riation prgstatistics and lines of thinking. Con- 
ing rategsequently, there cannot be uniformity, 
lause; pagand competition between national 
lability @companies is throat-cutting. Mr. Mor- 
ion for ageau and Maurice Pointud of France 
iclude pagdiscussed weed killing products which 
l; notice #cause damage comparable to hail loss, 
ther provij to a degree not yet ascertained. 

ll that rf Paul Bastard of France compared 
evaluatiog results in country members of the 
oards angunion. Results were bad in four lead- 
ng and thging countries in 1958. Germany had a 
by stateg loss ratio of 101.86, Austria, 78.40, 
ve its firg France, 82.87, and Switzerland, 76. 

t the Morg Roger Moreau reported on means to 


e desiring 
New Standard Fire Policy 





























ents will 


t so notify 7" 
To Be Effective In N.H. 
New Hampshire has made manda- 
tory, as of Jan. 1, 1960, the new stand- 


ard fire policy. 

Revised manual rules, including 
provision for coinsurance on buildings 
as permitted under the revised stat- 
utes, are being prepared. 

The majority of fire forms and a 
number of endorsements are being 
revised. The revised forms will have 
an effective date of January 1, 1960, 





ty applicable to policies written on and 
after that date. 
& Co.} Phoenix, Conn., Special 
| Arvid C. Malmquist has been ap- 
Z Pointed Kentucky special agent of 
| Phoenix of Hartford at Louisville. He 
coal Joined the company at Chicago in 1954 


and graduated from the home office 
field training program in 1958 before 
ij Teturning to the Chicago office. His 





ct 





headquarters will be at 781 Starks 
—~<f Building, Louisville. 





prevent hail storms developing. He 
concluded that tests carried out in 
France in the course of the last eight 
years are not at all conclusive. 

M. Sven Lijung of Sweden com- 
mented on results on experiments car- 
ried out worldwide, including the 
U.S., to determine artificially the de- 
gree of damage that can be caused by 
scientifically produced circumstances. 
Dr. Bongardt of Denmark talked on 
increased hazards resulting from the 
use of mechanical harvesters. The risk 
is enhanced not only by the more 
advanced maturity of the grain re- 
quired in the use of mechanical har- 
vesters but also by the loss of grain in 
the course of those operations. It is 
difficult, with modern methods and 
machines, to discriminate between 
damage done by hail and that which 
results from other causes. 

Apparently in this part of the world, 
no one has yet decided to include those 
new hazards in the coverage at an 
extra premium. This might lead to 
sale of coverage in regions where hail 
damage is practically non-existent.— 
L. Tytens. 


Atomic Energy Forum Has 


Two Nuclear Publications 

A 24-page report on Siting of Nu- 
clear Power Reactors including discus- 
sion and comments on safety consider- 
ations has been published by Atomic 
Industrial Forum. 

The report is based, for the most 
part, on industry discussions of a recent 
notification from U.S. Atomic Energy 
Commission that it was considering an 
amendment to its regulations which 
would state its criteria for locating 
nuclear power and test reactors, a sub- 
ject of special interest to electric utili- 
ties, municipal and state government 
agencies, legal and insurance firms, 
and engineering consultants. Publica- 
tion price is $2. 

A related publication is the forum’s 
survey of State Activities in Atomic 
Energy, a state-by-state compilation of 
regulatory and developmental actions 
relating to the atom by state legisla- 
tures and executive agencies from Au- 
gust, 1954, to July, 1958. The 51-page 
survey also lists several “model” state 
atomic energy laws, radiation protec- 
tion laws, and suggested state radia- 
tion protection codes. A selected chron- 
ological bibliography of articles 
discussing the role of state govern- 
ments in atomic energy is included. 
Publication price is $3 at the Forum, 3 
East 54th Street, New York 22. 


Ohio Farmers Indemnity 


Is Now Superior Risk 

Ohio Farmers Indemnity, the ca- 
sualty affiliate of Ohio Farmers, has 
changed its name to Superior Risk 
Ins. Co. 


Pazar To Cleveland Post 


Ralph J. Pazar has been promoted 
to district engineer of Hartford Ac- 
cident at Cleveland. He succeeds R. 
C. Robinson who was named district 
engineer at Philadelphia. 

Mr. Pazar has been on the engi- 
neering staff at New York City since 
he joined Hartford Accident in 1952. 


Saginaw Agents Elect 

Saginaw Assn. of Insurance Agents 
has elected A. J. Marxhausen presi- 
dent, succeeding Edward Meyer. Spen- 
cer L. Waters is vice-president, and 
William F. Klumpp and Clara A. 
Laesch were reelected treasurer and 
secretary respectively. 
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Underwriters See 1960 Small Car Good 
Risk; Competitive Market Developing 


By EUGENE G. DOWNEY 


Underwriters believe experience is 
likely to be favorable on the 1960 small 
American cars. Allstate will offer a 
10% reduction in rates for BI, PDL, 
PHD and its medical payments in 
several states Nov. 1. The president 
of Studebaker-Packard, Harold E. 
Churchill, urged special premium con- 
sideration for the new cars, on a 
national scale. 

National Bureau informed members 
this week that after talks between its 
special automobile committee and an 
interim committee of National Auto- 
mobile Underwriters Assn., it did not 
expect new rates on small cars, “ex- 
cept under unusual and extenuating 


circumstances.” The bureau letter to 
members and _ subscribers indicated 
that it will make “a realistic and 


prompt appraisal” of its existing ex- 
perimental safe driver programs and 


package type plans. 

One aspect of the bureau’s position 
is that if it introduces ‘a low rate and 
then has to increase it later, the result 
is public ill will. 

The automobile executive of one 
company is favorably disposed towards 
the new cars from an insurance siand- 
point. He sees buyers as a cross sec- 
tion of conservative family people. 
The new models will be used mostly 
as second family cars and should not 
be confused as a risk with small 
foreign cars of the sports type, ho 
points out. 

He also expects that the new cars 
will sell extensively and affect auto- 
mobile insurance favorably because 
they are less powerful and less ex- 
pensive to repair. 

There may be some apprehension 
about the rear-engine models. How- 
ever, this underwriter believes that 

(CONTINUED ON PAGE 13) 
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Bell Sees Multiple Line Underwriting 


As ‘Only Answer’ To 


Multiple line underwriting appears 
to be the only way for agency compa- 
nies to stay in the mass market “with- 
out losing their proverbial shirt,” S. 
Alexander Bell, manager Midwest In- 
dependent Statistical Service, told 
the joint meeting of Conference of 
Mutual Casualty Companies, City Fire 
Conference and Federation of Mutual 
Fire Insurance Companies at Dallas 
last week. The session was part of the 
annual meeting of National Assn. of 
Mutual Insurance Companies. 

The insurance business, since the 
SEUA decision and the new competi- 
tive forces it unleashed, has had to 
cope with the problem of keeping its 


Direct Writers 


costs within the rea” ies of the price 
market “in those lines of insurance 
in which mass distribution has taken 
over,” Mr. Bell declared. The issue 
arose first in auto, which represents 
about 40% of the total property in- 
surance market. It has now spread to 
the household fire and other house- 
hold insurance items, “thus broaden- 
ing the field of narrow margins and 
fierce price competition to probably 
more than half of the total property 
insurance field.” 

With the direct writers having ab- 
sorbed the preferred risks in these 
two categories, well balanced multiple 
line underwriting looms as the only 


STRENGTH 


At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 
dling for important risks. Here he 
is provided with clear-cut advan- 
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tive sales atmosphere . . . resource- 


ful, 


creative performance that 


justifies the confidence of the 
assured. 
Yes, at Leslie H. Cook, Inc. 


you 
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answer for the agency companies, he 
said. 

By properly diversifying on a mul- 
tiple line basis, a company can still 
balance both its over-all loss ratio 
on the total premium income and the 
over-all agency commission which 
would keep its agency plant intact. 
But, Mr. Bell added, it isn’t sufficient 
to keep this diversification on a pre- 
mium level basis, it must be also di- 
versified on a cost basis, including 
acquisition costs. “Paying excess com- 
missions on discounted business can- 
not help but create losses which no 
company, regardless of how well di- 
versified, can offset by profits on non- 
discounted business on which standard 
acquisition costs are being incurred.” 


Remedy For Company, Agent 


The best a company can do, both 
for itself and its agency plant, he said, 
is to reduce the impact of higher com- 
missions on discounted business by 
increasing through multiple line writ- 
ings and package policies the total 
amount of lower commissions on the 
non-discounted business. In the long 
run the premium income per unit must 
come down if a company is to compete 
in the mass market for the mass con- 
sumer dollar, and the average com- 
mission per unit must also come down 
with it if the company is to stay on 
the right side of the ledger. The 
agent, to retain the number of dollars 
he now earns on a smaller volume of 
business, “must put in the necessary 
effort to write a larger volume of 
business at a lower average commis- 
sion rate. Diversification and the 
package policies give him this oppor- 
tunity.” 

Mr. Bell observed that this boils 
down to the issue of getting costs in 
line with “the ever narrowing margins 
in the insurance premium.” Multiple 
line underwriting will not in and of 
itself bring about this balance, he 
commented, since package policy mul- 
tiple line underwriting is reducing the 
average premium per coverage. There- 
fore, to take advantage of the plusses 
offered by multiple line underwriting 
and to get the best out of the oppor- 
tunity to diversify writings, a company 
must adopt a careful program of cost 
reduction, and when it comes to cost 
reduction obviously it isn’t reduction 
in the indemnities—the savings must 
come out of operating costs. 

The greatest opportunities for cost 
reduction offered by multiple line un- 
derwriting, he stated, lie in commis- 
sion adjustments, economies in gen- 
eral overhead, automation, and sta- 
tistical analysis. 


Need Commission Readjustment 


A readjustment of commissions in 
the various lines, including package 
policies, is called for in line with re- 
alities of the situation, he said in 
elaboration. Commission rates must be 
reduced in line with the discounts of- 
fered to policyholders. Unless this is 
done the majority of the companies 
cannot help but lose money. On the 
other hand, commissions cannot go 
too low because of competition for 
preferred risks. There are preferred 
risks in all lines including the pack- 
age policy field and a higher commis- 
sion is still a powerful weapon of 
selection. This is the hardest area of 
cost to adjust and the most crucial one, 
for it is the largest part of the expense 
dollar. 

Economies in general overhead are 
the next most fertile field for package 
policy cost reduction, he continued. 
When it is clearly realized that a 
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Addec Features For 
Buyers’ Conference 


Additional features of America 
Management Assn.’s fall  insurang 
conference Nov. 2-4 at the Drake Hy 
tel, Chicago, will be a description , 
the development of the strike ing 
ance program by Assn. of Amerie; 
Railroads, given by Gregory S. Pring 
vice-president and general counsel , 
that association. 

Paul H. Rinker, vice-president , 
the group division of Continental Cz 
ualty, will review new trends 
group insurance, and Fred G. Scho 
nenbert, underwriter at U. S. Avi: 
tion Underwriters in New York, 
discuss the expanding industrial ayj 
tion insurance field. 

Everett Parks, assistant vice-presj 
dent of Marsh & McLennan, and Ws 
ter J. Rockler of Lederer, Livingstoy 
Kahn & Adsit, Chicago, will particj 
pate in the discussion of self insurang 
vs insurance for workmen’s compens; 
tion. 


Parrett Will Lead Panel 


J. T. Parrett, insurance manager 
Carnation Co., Los Angeles, and Mal 
colm L. Hanson, assistant secrets 
of Indemnity of North America, wil 
lead a panel discussion of loss contro 
They will explain how a continuo 
program of cooperation between ip 
sured and insurer can benefit bot 
sides when an accident occurs. 

How much insurance to buy will b 
covered by a panel consisting of thre 
insurance managers, William 
Hughes, Armstrong Cork Co., Lan 
caster, Pa.; Raymond Cox, City Store 
Mercantile Co., New York, and Da 
H. Houmes, Outboard Marine Corp 
Waukegan, Ill. They will cover sud 
lines as public, products and employ. 
ers liability, fidelity, and burglary. 

Risk management as a _ professior 
will be discussed by Harry J. Loman 
dean of American Institute. 


Fund's SF Office Names 
Three To Assist Benjamin 


Donald F. Azvedo, John W. Benson 
and Richard J. Morrison have been 
named assistant managers to Disabili 
ty Manager Robert F. Benjamin a 
the San Francisco office of Fireman’ 
Fund. 

Mr. Azvedo will handle admini: 
tive matters, Mr. Benson group line 
production, and Mr. Morrison indivi 
dual A&S business. 


Carl Roady Promoted 


Standard Accident has _ appointe 
Carl Roady manager of the Little Rod 
claim office. He joined Standard A 
cident in 1953 with 13 years’ experi 
ence in claims. 


Jackson Agents To Hold Clinic 

An insurance clinic will be spol 
sored by Jackson (Mich.) Assn. 6 
Insurance Agents Oct. 27 in cooperatia 
with Michigan State University e& 
tension service. Frank H. Deverma 
state agent of Yorkshire, will di 
various phases of coverage and 0 
legislation, particularly in the autom@ 
bile field. 

The Leo W. Gould agency at Plai 
well, Mich., has been sold to Alfred¢ 
Graham. Mr. Gould bought the agen 
from Charles W. Lasher in 1944 
subsequently merged it with the Je 
Blair and Fanny Crosby agencies. 
Graham will continue the business 
the same location. 
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Public Participates In 
Fire Prevention Week; 
New Films Ready 


Fire Prevention Week attracted wid- 
er public interest and participation 
this year than ever before. National 
Board filled orders for almost 20 mil- 
lion pieces of literature in connection 
with the week. This was an increase 
of approximately two million. 

Two fire prevention films were pre- 
viewed during the week. Penelope 
Changes Her Mind, a color cartoon 
for children, features Tex Antoine, TV 
personality, who provides commentary 
which tells the causes of fire and the 
precautions that should be taken. The 
Challenge, made for adults, is a re- 
vised color version of the board’s wide- 
ly shown Crimes of Carelessness. 

The films will be available shortly 
from Bureau of Research Communica- 
tions, 267 West 25th Street, New York 
1. On the West Coast they will be dis- 
tributed through the board’s office at 
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465 California Street, San Francisco 4. 

The board reports stepped-up par- 
ticipation in Fire Prevention Week at 
the community level. School teachers 
held competitions for young students. 
There were competitive fire drills, 
home and farm inspections, school 
plays and art displays. All of them 
were designed to make the youngsters 
aware of the necessity of a systematic 
defense against fire. 

More than five million copies of two 
pamphlets for children were distri- 
uted. These were The DoLittle’s House 
and What Do You Know About Fires. 


Stamps, Posters Displayed 


The board circulated 185,000 sheets 
of stamps, 36 per sheet. These were 
used on envelopes, letterheads, bills 
and menus and bore the slogan Make 
Every Week Fire Prevention Week. 

More than 1% million posters were 
distributed to chain stores and other 
large firms. Up to 70,000 posters were 
displayed in post offices. 

U. S. Chamber of Commerce and in- 
dustry generally participated. Many 
cities held a full week of parades, dis- 
plays, and exercises. 





Here’s the plan that fits 
their needs ...and budget 























NEW HOMEOWNERS—and there are 
more of them every day—need the 
advice of an experienced agent in set- 
ting up an insurance plan. Where the 
purchase of dwelling coverage was 
once a fairly simple matter, the buyer 
is now faced with a range of forms 
which makes the choice of the “right 
plan” a difficult one. 

It’s here that the agent can provide 
firm footing, either by a recommenda- 
tion based on firsthand knowledge of 
the buyer’s needs and situation, or 
through laying the ground for an in- 
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formed choice by the effective use of 
coverage folders and comparison 
charts. 

But, how to reach these new home- 
owners—and in time. There are ways 
to do this; consistent advertising is 
one of the best. We provide agents 
with pre-approach mailings, and they 
use more of them each year. Our spe- 
cial agents can show you examples 
of these field-tested mailings that will 
aid you in getting a full share of the 
homeowners package business. See 
one of them soon. 








American Has Merit 
Rating Plans In Pa. 


American has introduced two merit 
rating auto plans in Pennsylvania. One 
is based on American’s broad form 
comprehensive’ policy. The _ other, 
written through Associated Indemnity, 
is similar to National Bureau’s special 
combination policy. The plans are be- 
ing filed in states where bureau fil- 
ings have been made. 

The comprehensive policy will use 
the bureau manual section on charge- 
able accidents, but will not use motor 
vehicle infractions on the driving 
record, except where financial re- 
sponsibility filings are necessary. 
Signed applications are required on 
new business only. New policies will 
be issued by company branches or by 
policywriting agents desiring to do so. 
Branches will issue all renewals. 


Includes Non-Traumatic Injuries 


BI coverage under this policy in- 
cludes non-traumatic injuries; $250 
bail bond reimbursement limit; $25 
daily reimbursement up to $500 while 
attending court at company request, 
and $10 daily transportation reim- 
bursement up to $300 in the event of 
car theft. 

The Associated Indemnity economy 
policy has single limits from $25,000 
to $300,000 and is designed for com- 
puter processing. It is available in 
limited coverage combinations. Med- 
ical payments vary from $1,000 to $5,- 
000, fixed for each policy limit. In- 
cluded are $1,000 accidental death 
benefit and $20,000 uninsured motor- 
ists coverage. 

The policy is issued by the agent, 
using a typewriter or ball point pen. 
Copies are sent to the company branch 
with full premium payment. Renew- 
als are sent direct to insured by the 
branch, with return envelope for pay- 
ment. Commissions are paid monthly. 


Geo. F. Brown & Sons 
Names A&S Unit Head 


Geo. F. Brown & Sons has appointed 
Vincent H. Palmer as manager of the 
A&S department. He has been with 
Fireman’s Fund and G. Shannon Grov- 
er & Co. agency at Chicago and most 
recently with the aviation special risks 
department of Bankers L.&C. 


Chapman Principal In 
O’Toole Associates 


Thomas D. Chapman has been elect- 
ed a principal in O’Toole Associates of 
Queens Village, N.Y., management 
consultants who specialize in fire, cas- 
ualty, life and A&S. 

Mr. Chapman, after two years in 
personnel and systems consulting work 
in Ohio, joined Texas Prudential in its 
personnel and planning divisions in 
1952. He became assistant treasurer 
and served in the field as staff man- 
ager. In 1956 he joined O’Toole Asso- 
ciates. 


May Speaks At New Haven 


Southern Connecticut Assn. of A&H 
Underwriters at its first fall meeting 
in New Haven heard Edwin H. May Jr. 
Republican state chairman. He is head 
of the May, Potter & Murphy local 
agency of Hartford. In 1954 he was 
chosen outstanding man of the year by 
Hartford Junior Chamber of Com- 
merce. He was selected for the same 
award in 1955 by the Connecticut and 
U. S. junior chambers. In 1956 he was 
the youngest Republican member of 
the 85th Congress. 
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Convertible Collision 
Cover Killed In Ohio 


COLUMBUS—The department } 
thrown convertible collision covera, 
out of Ohio. This action, which cajjq 
for a general bulletin to companies PU4 
from C. Donnal Behm, rating sectigpi0® # 
chief, follows a series of complaint" 
Most of the complaints were from jp If 
sured whose automobile insurance wat 
written as part of financing arrang,Wa% 
ments. . 

Convertible collision coverage 
written under standard language » 
twice the $50 deductible collision rape 3 
shown in the NAUA manual. TheptVid 
should the insured have a loss, he pill'Y 
required to pay an additional premiy)}” 
of twice the $50 deductible collisigp’ ® 
premium. This means the insured wh 9 incl 
has a collision loss of any size wil] en4™SS 
up paying four times the $50 dedugpP*** 
ible premium, which, by the way, jf 
what he would pay for full coverag#” ame 
collision in the first place. “pen 

Complaints reaching the Ohio d 
partment indicated a few companied 
writing finance business were includ 
ing the convertible collision cover wit’ 
little or no explanation to insured. On?” . 
insured had a loss of $173 and ended” 
up paying a premium of $156. In som n 
cases, it is reported, insured with ; 
first collision claim have been advisej 
they have a “deductible” of the amoun 
of the additional premium. 
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U.S.F.&G. In Filing 
For Additional Stock 


U.S.F.&G. has filed with Securitigp™™ 
& Exchange Commission a registratiog”® 
statement for a new issue of 910,745 “ 
shares of capital stock. When the sta 
ment becomes effective, stockholde 
of record at that time will be offereg. 
the right to subscribe on the basis @ 
one share for each five shares held. 

Proceeds of the sale will be used ##™* 
support the anticipated increase in volg@™* 
ume in lines currently written by th 
company and to incorporate a life subg’s ® 
sidiary. It is expected that the comg%™ 
pany’s initial investment in the lifgelve 
company will be approximately $lf 
million. ther 

The new issue will be underwritteg!" 
by a group of investment banking firmg"*" 
headed by Alex. Brown & Sons, Baker cts 
Watts & Co., John C. Legg & Co., ang “A 
Stein Bros. & Boyce. . 
Travelers Promotes Three |, 

Travelers has promoted Louis Pipond 
Gerundo to chief statistician, anne 
Robert B. Foster and Paul S. Liscort fic 
to associate actuaries in its casually ~ 


fire and marine department. 
e 


yuire 
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KEY CASUALTY POSITIONS per . 
East nd 
M. West 
East 
N. West 
East 
Ohio 
South 
Ohio 
S. East 


Casualty Actuary 
Casualty Sales Direct. 
Bond Claims Mgr. 
Casualty Controller 
Casualty Clms. Supv. 
Cas. Spec. Agent 
Cas. Engineer. Supv. 
Fire Undr. Supv. 
Agcy.-Controller 


$10,000 | 
$ 8,500 Mhecti 
$ 8,500 iby 
$ 8,000} ons 
$10,000 | 


Comprehensive listings positions available en 
all areas of the country, junior to executive 

level. Write for "HOW WE OPERATE”. Noy em 
obligation to register. I 


FERGASON PERSONNEL 


t 
t. 
| 


INSURANCE PERSONNEL EXCLUSIVELY 


HArrison 7-9040 | * 


330 S. Wells St. Chicago 6, Ilinois} lai 
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sion Proposed Legislation 






hio fo Be Viewed At N. Y. 
‘ment bepartmental Hearing 
nia “*! The New York department will hold 





public hearing roe proposed legisla- 
: “ton at the New York County Lawyers’ 
com n., New York City, at 10 am., Oct. 
‘e from be. If necessary, the hearing will be 
urance wapontinued next day. Proposals ad- 
2 arrang.Wanced by various segments of the busi- 
8 ess and by the department will be 
_ponsidered. 
neal i tee proposal would increase avail- 
lision ‘ple assigned risk limits to $25/50 and 
ual The provide for consideration of responsi- 
: (ei ijity for accidents before placing an 


Compani 























by he nsured in the plan. Also on the agenda 
le cual a proposal to amend the law so as 





o include in rating consideration, com- 
issions or other acquisition costs, 





isured why 








vo = en cod on past experience. Another pro- 
“ a nosed amendment would extend to all 


urers the present prohibition against 
je-in sales by life and A&S companies. 
nder a further amendment, A&S in- 
turers would be required to file with 
e department schedules of rates, 
pmmissions, compensations and fees 
h) days before effective date for re- 
view by the superintendent. 





ll cove agd 







Ohio de 
companie 
ere includ 
cover with 
sured, Ond 
and ended 
6. In som 


ed with Another proposal would require that 
en advised... amount charged for insurance in 
the amoun onditional sales contracts shall not ex- 
eed premiums chargeable in accord- 
nce with filed rates for the insurance 
purchased, as distinguished from pre- 
miums chargeable in accordance with 
iled rates for similar insurance. The 
burpose of this proposal is to prevent 














rther Legislation 


J 
ck 


S . ial 
aaa he practice prevalent in some quar- 
of 910.7gets of charging full manual rates, de- 
. the statepbite the fact that coverage is obtained 


at a deviation. 
be offad Under other contemplated legisla- 
e basis im ownership of more than 25% of 
res held, #h¢ Stock of a licensed or authorized in- 








be used purer by a corporation not itself li- 
ase in vol ensed to do insurance business in the 
ten by th ate would be prohibited. Non-insur- 
a life subg's now holding in excess of 25% of 


the comguch stock would have to divest them- 
n the liggelves of any shares in excess of 25% 
rately gi@ithin a prescribed period. Under an- 
ther amendment, the phrase, “regula- 
derwrittegion or decision” would be changed to 
king firmgdeterminations” in connection with 
ns, Bakepets of the superintendent which are 
% Co., angubject to judicial review. 
The hearing will consider extending 
0 all lines the prohibition against offi- 
hree ers or employes of the state designat- 
g the insurer or agent for surety 
Louis Pponds on public construction contracts. 
cian, anifhe prohibition would also apply to 
3. Liscoripfficers and employes of public author- 
; casualtyities. 
Other proposals are to exempt from 
e uninsured motorist coverage re- 
huirement, vehicles owned or operated 
Py Persons covered by workmen’s com- 
TIONS jpensation, and to eliminate handling 
$1500 P2d payment of claims by the Motor 
$15,000 Vehicle Accident Indemnification Corp. 
$12,002 cases where UM coverage exists. 
$10,000 Wurisdiction would be transferred to 
$1000 $he insurer. Various proposals in con- 





$ 8,50 fection with licensing, regulating brok- 
$ 8.500 rs agents and adjusters will also be 
$ 8.00 ponsidered. 
$10,000 | sai 
availebs(Remper Makes 3 Appointments 
ATE". Me John J. Mooney, claim manager of 





e°™per companies at Manchester, 
{' H., has been transferred to Boston 






rL OF senior district claim examiner. He 
t be succeeded at Manchester by 
JSIVELY |Fatsons P. Richmond, who has been 






f 2 similar post at Pittsfield, Mass. 
¢, minois|fUliam J. Kirchner moves up from 


P _ adjuster to claim manager at 
ttsfield. 








220 Associates Honor 
Gilbert L. Scott At 
Testimonial Dinner 


A testimonial dinner for Gilbert L. 
Scott, vice-president and secretary of 
North British, was attended by 220 at 
Railroad-Machinery Club in New 
York. Mr. Scott will retire shortly, 
after 52 years in insurance business. 
He started with Crum & Forster in 
1907 and has been with North British 
since 1911. 

The dinner was given by friends in 
the insurance business and he was 
presented with a Leica M3 camera 
and a leather bound scroll signed by 
all those at the dinner. 

John L. Magenheimer, assistant 
U.S. manager of North British, pre- 
sented the scroll. Philip M. Win- 
chester, president of Winchester As- 
sociates, New York adjusters, pre- 
sented the camera. 

Mr. Scott replied to these and other 
remarks made by his friends, Harry L. 
Miller, U.S. general counsel, and Wil- 
liam L. Nolen, U.S. manager, both of 
North British, and J. Victor Herd, 
president and chairman of America 
Fore Loyalty. 

Others who sat on the dais at the 
dinner were E. Chauncey Niver, ex- 
ecutive vice-president, New York 
Board, who was chairman of the din- 
ner committee; Ben M. Butler, presi- 
dent of General Adjustment Bureau; 
George Vail Sr., retired vice-president 
of Corroon & Reynolds; L. B. Hazard, 
New York, president of Independent 
Adjusters Assn. of New York state, 
and William E. Hill, former secre- 
tary of GAB. 

Also, K. C. White, president and 
general manager of Underwriters Ad- 
justing; Donald B. Sherwood, assistant 
general manager of National Board; 
and G. Everett Geerken of American, 
vice-president of Loss Executives 
Assn. 

Mr. Scott was named assistant gen- 
eral adjuster of North British in 1924 
and general adjuster in 1938. In 1942 
he became vice-president of North 
British affiliates Pennsylvania Fire, 
Mercantile, and Commonwealth of Néw 
York. 


Idaho Acceptance Corp. 
Buys Liberty National 


Liberty National of Coeur d’Alene 
has been purchased by Idaho Accept- 
ance Corp. of Boise. Richard E. Taylor 
succeeds Frank S. Becker Jr. as presi- 
dent and general manager. Mr. Taylor 
is executive vice-president of Idaho 
Acceptance and president of National 
Life & Health Corp. of America of 
Boise. 

Philip Dolan is the new executive 
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vice-president of Liberty National. 

Mr. Becker had been in charge of 
Liberty National since 1957 after the 
company had been put in rehabilita- 
tion by the Idaho department. He said 
the purchase by Idaho Acceptance in- 
dicates that rehabilitation of the com- 
pany is complete and it is solidly 
established. 

For several years Liberty National 
has limited its operations to Idaho and 
Alaska. 


America Fore Fetes 
N.Y. 25-Year Employes 


The 25th annual banquet of New 
York Chapter of America Fore .Old 
Guard was held at the Statler Hilton. 
J. Victor Herd, chairman and president 
of America Fore, and Executive Vice- 
president Nicholas Dekker greeted 450 
members of the organization which 
comprises employes who have served 
25 years or more with America Fore. 
They welcomed 43 new members. 

There are 1,326 members in the 
United States and Canada, 861 of 
whom are actively employed. 

Among the guests were William B. 
Rearden, chairman, and Walter J. 
Christensen, president of Loyalty 
group; Alan O. Robinson, president, 
and Horace Crowell Jr., executive vice- 
president of Yorkshire and Seaboard 
F.&M. 


GAB Promotes Frilick 


Jack C. Frilick has been promoted 
from adjuster-in-charge at Dublin, Ga., 
to manager there. This office has been 
under the general supervision of the 
manager at Macon but now becomes a 
separate and independent branch. Mr. 
Frilick is assisted by a staff of three 
adjusters and all classes of losses and 
claims are handled. 


Car Warranties 


Ruled To Be 


Insurance In Ia. 


DES MOINES—Commissioner Tim- 
mons announced the attorney gener- 
al’s office has ruled that used car war- 
ranties and guaranties are insurance 
and subject to regulation under the 
insurance laws. 

Mr. Timmons said his department 
had received an increasing number of 
complaints from warranty and guar- 
anty holders who have been unable 
to recover on claims and that under 
the ruling it will be possible for the 
department to regulate the issuing 
companies as insurers and the car 
dealers who sell them as agents. 

The ruling held that used car deal- 
ers cannot escape being regulated as 
insurance companies merely by desig- 
nating their contracts as something 
other than insurance. The ruling said 
the warranties have all the badges of 
insurance as defined by the Iowa 
courts; that they look like insurance 
and are referred to as insurance by 
their agents and claims men, and 
they are understood to be insurance 
by the purchasers. 


‘Underwriters Adjusting 


Makes Two Changes 


Philip W. Wilson, Evansville, Ind., 
manager of Underwriters Adjusting, 
has been transferred to Chicago as a 
general adjuster. He started with the 
company in 1941 and was on the staff 
at Indianapolis, and manager of the 
Anderson and Evansville, Ind., offices. 

William H. Biber Jr., who has been 
in Evansville since 1948, has been ap- 
pointed to succeed Mr. Wilson as man- 
ager there. 





The 





A primary market for insurers 


Serving companies and their 
reinsurance intermediaries 


REINSURANCE CORPORATION 


of New York 99 John Street, New York 38, N.Y. 
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| WOLVERINE’S wotel, POLICY... 





MOTEL Owners and/or Operators. 
In one policy: Fire and Allied Perils . 


. . « Employee Dishonesty . . . Open Stock . 
Neon Sign . . . Plate Glass, etc. . 


can be written for 1, 3 or 5 years . 
allowed for existing insurance. 


For further information write 
Agency-Sales Department. 


tiple peril underwriting — reducing Agency costs while building Agency volume . . 
is easy to sell . . . Marketed only through local “Wolverine” Agents. 


Means more commission $$$ to Agents and complete packaged insurance protection for 


| 

| 

| 

. . Liability (Premises-Operations, Products, Protec- | 
tive, Elevator and Contractual) . . . Medical Payments . . . Robbery — Inside and Outside l 

. . Safe Burglary . . . False Arrest, Invasion 

of Privacy . . . Innkeepers Liability . . . Employers Liability . . . Personal Liability .. . | 
. . at premium savings of as much as 30% .. | 
. . Convenient payment plans available . . | 
| 

| 

| 

' 


. Policy 
. Credit 


Wolverine’s Motel Policy, designed exclusively for Motels, means account selling, mul- 





WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 
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Lang Sees Next 10 Years Bringing More Problems 
And Changes For Insurers Than The Last Decade 


The difficulties insurers encountered 
in the past few years have been “only 
preliminary” to what can be expected 
in the next decade, Frank Lang, presi- 
dent Frank Lang & Associates, insur- 
ance management consultants, told the 
Advertising-Sales Conference of 
American Mutual Insurance Alliance 
meeting during the convention of Na- 
tional Assn. of Mutual Insurance Com- 
panies at Dallas last week. 


Panel Reviews Comments 


Mr. Lang’s comments on what lies 
ahead were subjected to a review by 
a four man panel who discussed their 
ideas of some of the significant 
changes of the near future. Not all of 
the panel members agreed with Mr. 
Lang on where emphasis should be 
placed, but all concurred that changes 
—numerous and important ones—are 
taking place now and will continue for 
years. The session was presided over 
by C. E. Smith, sales manager Em- 
ployers Mutuals of Wausau. 

Much has been said about the 
growth and relatively favorable oper- 
ating results of mutual companies, Mr. 
Lang said, but he wondered if mutual 
companies can be referred to as a 
class. Mutuals operate under the agen- 
cy system with exclusive or captive 
agents, with salaried employes as 
agents, they sell direct without any 
agents, and some use a combination 
of distribution channels. Some restrict 
sales to members of their parent or- 
ganization. There are bureau members, 
partial deviators, and companies using 
entirely independent rating plans. 
There are single and multiple line 
companies, companies with and with- 
out life affiliates, companies with 
stock company affiliates or subsid- 
iaries. Some operate in one county 
only; some restrict their writing to 
limited territories; some are spread 
over several states, and some write 
countrywide. The common denomin- 
ator is belief in the mutual principle 


of operation, and even in this there 
are variations depending upon man- 
agement interpretation. 

Aggregates, therefore, are not too 
meaningful, he remarked. Mutual fire 
and casualty companies in the aggre- 
gate increased their premiums in the 
last decade from $1.1 billion to $3.1 
billion, an increase of 194%. Yet, Mr. 
Lang pointed out, just four companies 
were responsible for a third of this 
increase. He suggested that executives 
ask themselves—Has my company’s 
growth kept up with the industry’s 
rate? How much of my growth was 
brought about by rate changes and 
inflation? 

Mr. Lang said changes are occurring 
in rating structures that may under- 
mine the financial position of certain 
mutual companies unless their man- 
agements take proper precautions. The 
mutual business has been the bene- 
ficiary of a bureau-operated rate 
structure in fire and casualty lines. 
Once mutual companies—particularly 
fire companies—knew where the stock 
companies stood on rates, they could 
not only live within that rate, but also 
pay a dividend. Factors such as a 
traditionally lower acquisition cost and 
a more selective manner in underwrit- 
ing business enabled them to do so. 


May Be Near Extinction 


This advantage may well be on its 
way to extinction, he declared. “It is 
an interesting spectacle to see some of 
the tradition-bound stock companies 
file rates that are competitive and in 
some cases even lower than those of 
companies known for their manage- 
ment policy of deviating.” He men- 
tioned Travelers’ automobile program 
that includes a merit rating plan al- 
lowing for discounts up to 37% below 
manual rates for better risks and the 
National Bureau-NAUA filings that 
involve a reduction in acquisition cost 
allowance. “Regardless of what you 
may think about the future of merit- 
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ALL-RISK 
FUR AND JEWELRY 
COVERAGE! 


A. F. Shaw & Company now has avail- 
able a market for those difficult-to-place 
fur and jewelry risks. Here is the cover- 
age that producers urgently need today. 


GET THE FULL STORY RIGHT 
AWAY ON THIS ALL-RISK PLAN... 
Our Lloyd’s Department has the com- 
plete details, Call today. 


+ AP.SHAWE 00. 
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rating plans,” he noted, “there is no 
question but that the reduction of 
expense allowance will reduce the 
underwriting margin available to mu- 
tual companies.” 

The earliest repercussions probably 
will be felt by the small and medium- 
sized companies operating under the 
agency system which have built their 
business on a continuity of dividend 
payments. Mr. Lang observed. Loss 
and expense ratios are likely to in- 
crease and thereby prohibit the main- 
tenance of the same dividend rate. 
Companies will, therefore, face diffi- 
cult alternatives, both of which can 
hurt them. Some will reduce their 
dividend rate and, thereby lose their 
competitive advantage. In order to 
keep volume up, some will lower 
underwriting standards, which will 
bring an even higher loss ratio and 
place the company in an even worse 
position with respect to future divi- 
dend payments. 


Some Will Maintain Rate 


Some will maintain the dividend 
rate at all costs or switch over to 
deviations in order to meet competi- 
tion. While companies with a strong 
surplus position will get away with 
this practice for a limited time, he 
warned it is fraught with danger. A 
mutual company does not have a pub- 
lic capital available to improve its 
surplus position. It cannot reduce the 
par value of its capital stock. Further- 
more, the non-assessability of policy 
contracts prevents it from turning to 
policyholders in case of need. 

To make matters worse, Mr. Lang 
said, mutual management will have to 
battle another force even more vicious 
—inflation. No matter how well se- 
lected risks may be, anticipated under- 
writing profits will not materialize if 
rating procedures do not keep abreast 
of inflationary trends. Over a period of 
continuous inflation, he declared, 
heavy losses in certain lines cannot be 
offset by profits in others—particularly 
in the case of policies written for long 
periods. If the 1949 dollar was worth 
$1, the 1959 dollar is worth less than 
80 cents. Without a complete change 
in the economic climate, it is question- 
able that there will be a turn-around 
in the next decade, he remarked. 


A Serious Challenge 


Mr. Lang observed that current con- 
ditions alone present a serious chal- 
lenge to management ingenuity. “What 
about the next decade? Will it solve 
some of these problems or will they 
disappear? In our opinion, you can 
expect even more radical changes 
which will in turn present greater 
opportunitites for those companies 
which will be able to adjust them- 
selves to changing conditions, but 
more serious problems, if not destruc- 
tion, for those clinging to the status 
quo.” 

The Bureau of Census projects a 
possible growth in population to 220 
million 10 years from now—an in- 
crease of 20%. Production of goods and 
services should grow more than $750 
billion in terms of 1959 prices. “For 
all of you who think that the increas- 
ing population will automatically do 
the selling for you, let me dissipate 
this pleasant thought,” said Mr. Lang. 


Accounts For One-Third 


“The population boom at best can 
account for one-third of the 50% sales 
growth; the other two-thirds will have 
to come through salesmanship and 
over-all merchandising know-how.” 

Translating these economic factors 
into insurance terms, he listed 20 
(CONTINUED ON PAGE 36) 
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Western Loss Assp, 
Names New Office, 


Western Loss Assn. at its 
meeting at Delavan, 


Wis., elected R 
Schoewe logs 
perintendent 

las-Royal 7 
changes, 
groups, as Ure 
dent. He succes 
A. M. Devy 
secretary Milla 
National. Other q 
ficers named we 
W. J. McCarp 
general adjust 
Hartford Ff; 
Vv i c €-presidens 
James J. Fegs 
claim manager Travelers, secret: 
and F. E. Woodman, loss superinte 
dent North British & Mercan 
treasurer and assistant secretary. 

Executive committee members ; 
H. T. La Monte of Ins. Co. of Ng 
America; F. W. Robertson, Fact 
Insurance Association; Mr. Devro 
and F. V. Schepis, Centennial Fire. } 
officers and executive  committ 
members are of Chicago. 

Edward B. Hayes of Lord, Bissel] 
Brook, insurance attorneys, discuss 
“Sue and Labor,” which has been 
effect in inland marine contracts, ay 
its possible relationship to other ty 
of insurance. Also appearing on t 
program were Lt. Col. Carl E. Trexi 
U.S.A.F., air research and developmd 
command, who showed a color sow 
movie and discussed nuclear explosio 
and their possible relationship 
property insurance; Edward Sez 
secretary uniform forms commi 
and George V. Whitford, vice-pre 
dent Reliance. 

A panel session moderated by ] 
Devroye wound up the meeting. Pan 
ists were K. C. White, president Uj 
derwriters Adjusting; W. R. Lue 
general manager Western Adjustme 
W. A. Olson, secretary-treasurer Co 
County (Ill.) Loss Adjustment B 
eau, and L. A. McNally, general m 
ager Underwriters Salvage Co. 
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A. M, Devroye 


American Names Ore¢ 
Washington Manager 


American has named John C. Ore 
manager of its Washington, D.C., se 
ice office. He joined the group in 1! 
and after home office training, ' 
named an underwriter at Kansas Cit 

Mr. Orear was special agent fr 
1950 until 1956 when he was namé 
supervisor in the head office operatii 
department. He was promoted to 4 
sistant superintendent in that depar 
ment last year. 


A. V. Lorenzo Is Skipper 


Of Atlanta Mariners 


Mariners Club of Atlanta has elect 
Anthony V. Lorenzo Jr., Marine Off 
skipper. Other officers are How 
Freed, Phoenix of Hartford, mate; 
seph Dimmock, Aetna Fire, officer 
the deck; R. K. Rice, General Adju 
ment Bureau, engineer; Robert Hu 
phries, GAB, purser, and Mary 
Hartford Fire, ship’s clerk. 


















Frederick L. A. Brinkmeyer, m™® 
ager of Home Indemnity at New # 
ven, was named gander of the mo 
by the Hartford pond of Blue G®# 
Mr. Brinkmeyer opened the St. 
office after service in World Wat 
and went to New Haven in 1955. He 
president of Southern Connecut 
A&H underwriters. 
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PREMIUM PAYMENT BUDGET PLAN 















No signature of the 
insured is required, 





OTHER FEATURES: 


ALL GREAT AMERICAN PREMIUMS for one 
insured may be combined and paid 
in easy installments—monthly, quar- 
terly, semi-annually or annually. 


FITS PRESENT OFFICE ROUTINE—No 
separate handling or special files 
needed. Premiums and commissions 
reported as usual. 


UNIFORM PAYMENTS—The initial pay- 
ment and all subsequent payments 
are the same. 


LONG TERM POLICIES ELIGIBLE—includ- 
ing five year term. Policies may be 
added, at any time. 


FULL COMMISSIONS IN ADVANCE —when 
policy is written. 


COLLECTION PROBLEMS MINIMIZED 
—Eliminates worry about delinquen- 
cies—does away with need forlengthy 
credit extensions—allows more time 
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HFieNATIONAL UNDERWRITER 


Chubb Introduces Full All Lines Marketing, Rating, Cover Plan 


Chubb & Son, Colonial Life and re- 
search consultants showed a lively in- 
terest in payment plans. However, not 
all of them wanted a single plan— 
monthly, quarterly, semi-annually or 
annually, or coverage by coverage 
payable at different dates in the year. 
One insured wanted his largest prem- 


ium (out of the four coverages) to 
come due in the summer because of 
his winter heating bill. Another, a 


contractor, said it had taken him five 
years to get his insurance payments 
arranged to suit his particular prob- 
lems. 


Several Frequencies Of Payment 


Consequently, payments under Plan 
IV may be at any of the frequencies 
outlined above. No finance agreements 
are required. The charge for the prop- 
erty and liability coverages is built 
into the rate as filed, and consists of 
$1 per year for semi-annual payment, 
$2 for quarterly payment, and $3 a 
year for monthly payment. 

In planning the program, the Chubb 
& Son group has sought to design cov- 
erages superior or equal to those 
which companies—exclusive agent and 
specialty insurers—are using that have 
been the most competitive in the per- 
sonal lines field, especially in auto- 
mobile and homeowners. In addition, 
through the economies the program 
has developed, the coverages are 
priced to compete with these insurers. 
Both product and price have been 
fashioned to reach and appeal to the 
vast number of families with basically 
similar personal insurance problems. 


Simplified ‘One Car’ Policy 


To illustrate, homeowners C (or its 
equivalent) is not included in the pro- 
gram because most insured want— 
and need—A and B. The A and B and 
tenants’ policies are broad. To the 
regular HO coverages have been add- 
ed $500 in personal check forgery, 
$100 in fire department charges if the 
contract for fire department service 
was in effect at the inception of the 
policy, and $250 of voluntary property 
damage coverage. 

The Plan IV automobile policy is 
neither the new National Bureau 
“package” contract nor the family auto 
policy. It is a one car policy. A sec- 
ond car requires another policy. This 
has been done to achieve maximum 
simplification in connection with the 
use of the IBM 705. 

The definition of owned automobile 
is limited to the described auto, sub- 
stitute, or newly acquired automobile 
if it replaces the described automo- 
bile, if the company insures all owned 
automobiles, and if insured notifies 
the company within 30 days. 

BI sustained by spouse, parent, or 
child residing in the same household 
is excluded unless insured is implead- 
ed as a party defendant by another 
defendant in the same legal action. 


Doubling of Limits Prevented 


One condition prevents doubling of 
limits should insured have more than 
one Plan IV policy. 

‘ The policy period applies for 12 
months as the required premium is 
paid. The policy contains the loss pay- 
able clause of National Automobile 
Underwriters Assn. There is the con- 
dition to notify lienholder that the 
policy is terminated if the premium is 
not paid and an “other insurance” 
provision if insured buys other insur- 
ance to the benefit of the lienholder. 
For simplification and expense say- 


(CONTINUED FROM PAGE 1) 
ing, beginning with the BI limit of 
$25,000, the BI limits are the same per 
person and per accident. The BI cov- 
erage is on an occurrence basis. 

In addition to family automobile 
policy coverage, the bail bond cost 
allowance is increased from $100 to 
$250. Payment for reasonable expenses 
includes loss of earnings up to $25 
a day. The personal effects limit is in- 
creased from $100 to $200. Perils of 
flood, falling objects, explosion, earth- 
quake, collision (if purchased), and 
theft of the entire automobile are in- 
cluded. Any broadening of the policy 
automatically applies to outstanding 
Plan IV policies. 


Possible Elimination Of Surcharge 


The automobile merit rating pro- 
gram recognizes major traffic viola- 
tions and accidents at the outset of 
coverage but subsequently the driver 
surcharged for violations at inception, 
on renewal has the opportunity to 
demonstrate that he is entitled to 
elimination of the extra charge. How- 
ever, after policy inception, subse- 
quently the policy record of ac- 
idents and claims will furnish the in- 
formation on which the company can 
base its debits and credits. This has 
been done in order to avoid the sub- 
stantial policing problem which is re- 
quired where motor vehicle bureau 
records must be searched, with its 
considerable possibility of incorrect 
information reaching the company at 
the underwriting level. 


Feel Surcharges Are Realistic 


The surcharges are regarded by the 
company as realistic so that it can 
broaden its automobile underwritings 
beyond the strictly “preferred pre- 
ferred” class. In Ohio (the debits and 
credits may differ slightly according 
to the state) the surcharges run from 
25 to 200%. The maximum credit is 
25%—20% for a three year clean 
record, 22.5% for four years, and 25% 
for five years. 

The life coverages constitute a full 
portfolio of personal coverages for all 
needs in this market and are broad in 
scope. They are regarded by officials 
of the group as highly compvtitive. 

The single basic A&S policy has 
more than 1,000 possible variations 
that may be effected by rider to pro- 
vide flexibility for insured. In addi- 
tion, the single policy (rather than 
many policies each with some varia- 
tions) will simplify learning, under- 
standing and selling for the agent. 


IBM 705 Used Effectively 


The program has been carefully in- 
tegrated with the capabilities of the 
IBM 705 which Chubb & Son has 
been using for more than five years 
at its Short Hills, N. J., accounting 
headquarters. With this, the group is 
in a position to handle all phases of 
the program, including complete auto- 
mation of billing, with the machine. 
The program, of course, involves 
prompt payment of premium. The 705 
picks up and issues one bill on the ac- 
count, at the incidence selected by in- 
sured, or in a sequence of coverage 
due dates desired by insured. 

Bills go direct to insured or to the 
agent, at the latter’s option. If in- 
sured doesn’t pay the bill on the due 
date the machine sends a cancellation 
notice to insured with a copy to the 
agent for follow up and reinstate- 
ment, if possible. 

On property coverages, agents issue 


the policy initially. From then on the 
policy will renew itself, via payment 
of premium. The 705 will issue auto- 
matic renewal statement of coverage 
for the agent so that he can maintain 
an expiration record and keep his con- 
tact with insured, which, of course, 
agents regard as of real importance. 


Interrelated Protection Offered 


The 705 will produce a record of all 
bills sent on the agent’s behalf or to 
him and do this every month for all 
the agent’s accounts. This will consti- 
tute, in effect, an account current in 
reverse, or bordereaux. 

The billing procedure is geared to 
stay one month ahead of the due date. 
This is designed to protect insured 
from expiration and non-coverage. It 
also eliminates overdue accounts. 

Chubb & Son executives believe 
they have solved the mechanical prob- 
lems of the plan, with the economies 
inherent in the electronic system. 

Over-all, the program emphasizes 
the interrelation of protection of inter- 
related risks. Executives of the group 
believe that for most people if any 
one of the major risks is not insured, 
each of the other insurances is placed 
in jeopardy. The home of course rep- 
resents the major property possessed 
by most families and therefore should 
be properly insured in full. The liabili- 
ty hazard, automobile or household, if 
not properly insured subjects cash 
values in life insurance to risk. Dis- 
ability jeopardizes the home and the 
life insurance, and inadequate life in- 
surance puts the family home at risk. 

With the four major coverages, 


On Hand At Zone 4 
Meeting Of NAIC 








Alden Palmer, Indiana commission- 
er and host to the Zone 4 meeting of 
commissioners at French Lick, Ind., 
with A. J. Jensen of North Dakota, 


Zone 4 chairman, photographed by 
Harry H. Fuller, midwest manager of 
the National Bureau. 
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Plan IV can start with any one ¢oy 
erage and build. With four COVerages 
the opportunities for the agent ap 
the company to be in touch with j 
sured are greatly multiplied. The 
lation of insured to both agent ang 
company should thus be considerab) : 
closer than in the past. “Pulatic 
Two of the ideas that appealed tre" 
most strongly to the greatest numbepU" 
of those personal insurance buyey%™ 
who were interviewed was the flex. chair 
ibility of the program, which reflected ance 
apparently a conviction that each the a 
family felt that its insurance neegf? 
might differ from those of other fam,|2#/a 
ilies, and the idea of having on| 4! 
agent take care of all of their ingy. by 8 
ance. ures, 
The plan has been put together and gal I 
constructed throughout to provide the? 
agent with a product with which py?!™ 
can go out, and, with special com. 
pany marketing help, put business gy enact 
the books that he has not been getting wen 
It has not been designed as defensiyg SY 
measure but for full and_positiyg’™% 
competition in the personal lines. Thel!2Pe 
plan is in addition to—and does nof? a 


supplant—the other facilities, coverfold I 

ages, and services of Colonial Life anj Th 
Chubb & Son. i 
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13.3% In Sept. iss 


Fire losses in the U. S. in Septembegand ' 
totaled $83,027,000, an _ increase ogthe 
13.3% over September, 1958, and an inglegal 
crease of 11.2% over August, 1959, muss! 

Losses for the first nine months qgand 
1959 now total $800,887,000, a decreasgand 
of 1.2% from the first nine months ggdeter 
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Participants in the Zone 4 meeti 
of NAIC as photographed by Harry 
Fuller, midwest manager of the 
tional Bureau: Director Joseph 
of Illinois with John A. Henry, V 
president and general counsel of © 
tinental Casualty, and Ralph Jones 
Continental Casualty. 
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mons of Iowa at 
the Zone 4 meet- 
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Ind., with two 
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alyst, and William 
Sheehan, deputy. 
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one endl tems Of Improvement In Texas 


COVEerages 
gent an 
1 with ip 
l. The re 
agent ang The current status of insurance reg- 
nsiderabh jation in Texas under the drastically 
revised system established by the legis- 
st mature beginning in 1955 was re- 
* numbey wed in detail by Penn J. Jackson, 
ce buye chairman of the state Board of Insur- 
the flex. ance Commissioners, in his address to 
\ reflected, annual meeting of National Assn. 


— each of Mutual Insurance Companies at 
‘| Dallas. 
ther fam. A few years ago Texas was plagued 


ving One by a rash of insurance company fail- 
a yres, caused, Mr. Jackson said, by le- 

holes, poor regulation, and the 
sether and a nsiderable number of 
rovide the Presence of a conside 


which he? 
cial com. 
usiness op 
on getting 
defensive 
| positive 
lines. The 
does no} 
es, cover-Qld Board Reorganized In ’57 
1 Life an¢ 


Dealed the 


romoters. 

Legal loopholes were closed by laws 
enacted in 1955, 1957, and this year. 
“Generally speaking,” he said, “our in- 
surance laws are in much better order, 
and, if properly administered and en- 
forced, will not permit the recurrence 
of the unhappy events of the past.” 


The old board of insurance commis- 
sioners was reorganized in 1957 into a 
new State Board of Insurance, consist- 
ing of three members, who have the 
assistance of a chief executive and ad- 
ministrative officer called the com- 
missioner of insurance, appointed by 
Septembeqand working under the supervision of 
crease ofthe board. The board is vested with all 
and an inglegal regulatory power, but the com- 
1959. missioner administers the department 
months qgand applies the law and the rules 
a decreaggand policies of the board. The board 
months ogdetermines policy, makes rules and 
rates, and hears appeals from deci- 
ions of the commissioner. 

The new board has been in being 
since June, 1957. Mr. Jackson recited 
some of the significant accomplish- 
nents of the past two years, enumer- 
ating 16 items. Several of the changes 
he mentioned offered hints of the dif- 
ficult problems which still echo in the 
exas legislature and the newspa- 


—The department has been reor- 
ganized into one integrated unit. Un- 
der the old law it had operated in 
hree more or less separate compart- 
nents. The new organization, he said, 
centrally administered and closely 
coordinated, headed by the board, ad- 
ministered by the commissioner and 
divided into six divisions with appro- 
priate sections and units. All ques- 
mions of divided authority have been 
entirely eliminated. 
—The three-member board acts only 
a a unit, no individual member has 














Regulation Cited By Penn Jackson 


authority to decide any question, and 
individual lobbying with board mem- 
bers has been eliminated. All evi- 
dence, argument, and persuasion must 
be presented to the board as a whole. 

—A systematic and complete set of 
procedural rules, of which anybody 
can have a copy, has been promul- 
gated. Persons having problems to pre- 
sent to the board or the commissioner 
can know in advance what their rights 
and the procedures are. The board 
holds public hearings on all important 
matters. Any interested party has a 
right to call for a public hearing. “We 
find that this system of public hear- 
ings brings this public business into the 
open and enables us to hear both sides 
at the same time and has improved 
the quality of our decisions as well as 
improved public confidence in the 
fairness of our actions.” 

—The board does not play politics 
or favoritism toward any company, 
type of company, or individual, Mr. 
Jackson declared. 

—‘In keeping with the law and 
good ethics and practices,” he said, 
“we do not receive or permit any of 
our employes to receive any gifts or 
favors from anybody in the insurance 
industry—no meals, no hats, no trips. 
It is our belief that those charged 
with regulatory authority should never 
be under obligation to those they reg- 
ulate.” 


Personnel Practices Improved 


—Good personnel practices have 
been set up. A complete job classifica- 
tion plan has been made of every po- 
sition. Employment and promotion of 
personnel is on the basis of ability 
and achievement. 

—Great emphasis is placed on the 
building of a better examination divi- 
sion. The practices and procedures to 
select, train and supervise examiners 
and the examination methods of the 
department have been revised and 
modernized. “For the first time .in 
many years examinations are being 
made as frequently as the law re- 
quires.” Corrective conferences and 
measures, Mr. Jackson averred, have 
saved a number of companies from go- 
ing on the rocks. “I take pride in tell- 
ing you that with 1,836 companies do- 
ing business in Texas we have not 
had an insolvency of any kind in the 
past year and a half.” 

—‘When we came upon the board, 
the liquidation division was in a state 
of confusion and inefficiency, with a 











FIVE OTHER 
DAY AND NIGHT OFFICES IN: 
> 
PROVO, UTAH 
317 West Center Street 
FRanklin 3-5940 
* 

OGDEN, UTAH 
515 Eccles Building 
EXport 2-8911 
* 


POCATELLO, IDAHO 
First Security Bank Bidg. 
CEdar 3-2762 
* 





IDAHO FALLS, IDAHO 
258 Broadway 
JAckson 2-3431 

* 
TWIN FALLS, IDAHO 

121 Second Ave. East 
REdwood 3-4576 











serious question existing between us 
and the courts as to authority and re- 
sponsibility,” Mr. Jackson said. “After 
some test cases in the supreme court, 
the law was clarified, recognizing the 
administrative control of the board 
over the liquidation division. That di- 
vision is now well organized and prop- 
erly functioning.” He explained that the 
new board was confronted in 1957 
with an accumulation of receiverships 
of many years’ standing. Of 64 such 
receiverships, 40 have been closed. 
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the policy form approval law requir- 
ing the department to approve or dis- 
approve policies in life and A&S insur- 
ance. This law is in full operation and 
the department has reviewed and ap- 
proved or disapproved approximately 
30,000 forms since 1957. Additionally, 
the deviation law requires approval or 
disapproval for deviations as to rates in! 


*fire and allied lines. “We have success- 


fully performed under -this law,” Mr. 
Jackson said, “and have carefully scru- 
tinized each application for deviation.” 


—Two important new duties were 


Texas has greater rate authority than 
placed upon the board in 1957: first, 


(CONTINUED ON PAGE 34) 


You can’t eat it, wear it or spend it. But 
as a Christmas gift for employees, a new 
or broadened Group Insurance Plan will 
appeal to many employers. 


Ordered my 
“Christmas 
Gift" for 
Employees 
Through My 
Insurance 
Man! 


This is the gift which brings real and lasting 
benefits to the recipient—a gift that con- 
tributes to family security every day in 
the year. The idea is particularly appro- 
priate for the small business which employs 
from 10 to 24 workers. 


If you like the idea of developing Small 
Group A. & H. business with a Christmas 
gift approach, write for Acco’s attractive 
new Small Group kit. It's designed for 
one-call sales... you can recommend the 
coverage and quote rates on the spot. 
Plans may include Hospital and Surgical 
Benefits; Weekly Income for accident or 
sickness; Death and Dismemberment; 
Major Medical and Specified Disease. 
There are only about 50 “shopping days” 
to Christmas—so clip the coupon, attach 
to your letterhead and mail it today. 








AMERICAN CASUALTY 


60 Branch and Service Offices Coast-to-Coast 


AMERICAN CASUALTY CO., READING, PA. 
Please rush your sales and information kit on SMALL GROUP A. & H. PLANS. 


Name 





Address_ 





City. 
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Conventions 


| Oct. 26-27, Illinois agents, 60th annual, Le- 


land Hotel, Springfield. 


; Oct. 26-28, California agents, annual, Biltmore 


Hotel, Los Angeles. 


| Oct. 26-28, National Assn. of Independent In- 


it AE OTR ER A 


How YOU 
can profit 
by this Fall's 


eae 
Writing Public Official Bonds is good << ~ \ 
business for the insurance agent. Little ae 
or no servicing is required. Usually, 


there is no collection problem, the premium being paid out of public funds. 





Ohio Casualty has gone all out to make this business easy and | 
profitable for the agent to handle. Rates for all territories are on a single 
page of our Simplified Bond Rate Card. Red tape has been cut by waiving 
applications for bonds of $10,000 or less. These may be ordered by | 
order blank, letter or postcard. 


If you read this before election day, see or telephone all the 
candidates. Get the promise of their bond business if and when they are 
elected. If election day has come and gone, 
see the successful candidates NOW! 


pee ‘ YOUR ndependent 
Inquiries from responsible agents are Insurance [AGENT 
cordially invited. ye" 


THE OHIO CASUALTY 
INSURANCE COMPANY 


HOME OFFICE, HAMILTON, OHIO 


44 BRANCH OFFICES FOR FAST, EFFICIENT SERVICE 


Home Office Department: Aurora, Ill, Chicago, Cincinnati, Cleveland, Columbus, Dallas, Dayton, 
Denver, Des Moines, Detroit, Grand Rapids, Greensboro, N. C., Indianapolis, Kansas City, Lansing, 
Mich., Louisville, Milwaukee, Minneapolis, Oklahoma City, Orlando, Fla., Toledo, South Bend, Ind., 
Springfield, Ill. Eastern Deparment, 17th Floor, Broad-Locust Bidg., Philadelphia 2: Baltimore, Haddon 


Hts., N. J., Harrisburg, Newark, Philadelphia, Pittsburgh, Scranton, Washington. Pacific Department, | 
208 W. 8th St., Los Angeles 14: Compton, Fresno, Inglewood, Long Beach, Los Angeles, No. Holly- | 


wood, Oakland, Pasadena, Portland, Riverside, San Diego, San Francisco, Seattle. 


surers, annual, Sheraton Park Hotel, Wash- 
ington, D. C 


| Oct. 27-28, Massachusetts agents, annual, 


Sheraton Plaza Hotel, Boston. 


| Oct. 29, Connecticut agents, annual, Statler- 


Hilton Hotel, Hartford. 


Oct. 29-31, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 


| Oct. 29-31, South Carolina agents, annual, Wade 


Hampton Hotel, Columbia. 


| Nov. 2-4, American Management Assn., Insur- 


ance Section, fall conference, Drake Hotel, 
Chicago. 

Nov. 15-17, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 15-18, Indiana agents, annual, Claypool 
Hotel, Indianapolis. 

Nov. 16-17, Illinois mutual agents, annual, Pere 
Marquette Hotel, Peoria. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Nov. 19, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 19-20, Casualty Actuarial Society, annual, 
Sheraton Hotel, Chicago. 

Nov. 19-20, Conference of Mutual Casualty 
Companies, accounting & statistical, office 
methods & personnel, Conrad Hilton Hotel, 
Chicago. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, winter meeting, Fontaine- 
bleau and Eden Roc Hotels, Miami Beach, 
Fla. 

Dec. 6-7, Arkansas agents, midyear, Hotel La 
Fayette, Little Rock. 

Dec. 27-29, American Assn. of University 
Teachers of Insurance, annual, Washington, 
po. Cc. 


1960 
Feb. 18-20, Texas mutual agents, midyear, 
Commodore Perry Hotel, Austin. 


April 23-27, National Assn. of Insurance Agents 
—WNational Board of State Directors, midyear, 
and Midwest Territorial Conference. 


August 15-17, Texas mutual agents, annual, 
Hotel Galvez, Galveston. 


Sept. 7-10, Alaska agents, annual, Mt. McKin- 
ley National Park. 


Sept. 18-21, Idaho agents, annual, Sun Valley. 


Hartford Fire Names 


| McGann In Electronics 


John F. McGann has been appoint- 
ed superintendent of the electronic 
programing department of Hartford 
| Fire. He joined Hartford Accident in 
| 1954. He had previously been with 
Life Insurance Agency Management 
Assn. 


Pendleton Office Manager 
Of Hartford Fire In N.W. 


Clifford P. Pendleton has been ap- 
pointed office manager of Hartford 
Fire’s northwestern department at 
Minneapolis. He joined Hartford Ac- 
cident in 1929 at the home office. 

In 1944 Mr. Pendleton was trans- 
ferred to Baltimore as_ supervising 
underwriter and later was casualty 
department superintendent at Albany. 

He returned to the home office in 
1957 as a procedures analyst. 


Bonsal With Laird-Hagee 


George H. Bonsal has been named 
manager of the life and A&S depart- 
ment of Laird-Hagee Co., Harrisburg, 
which acts as general agent of several 
property and liability mutuals and of 
U. S. Life. Mr. Bonsal, a CLU and a 
graduate of LIAMA’s agency manage- 

| ment school, previously was with 
Bankers Life of Iowa and Fidelity 
Mutual Life in Harrisburg. He is past 
president of Harrisburg General 
Agents & Managers Assn. 


Hartford Steam Boiler is moving its 
| Houston office to a new two-story 
| building at 3518 Travis Street. 


ATTENTION 


FIRE and CASUALTY 
UNDERWRITERS ! 





Underwriters Films 
announces the first 
stock sales film in the 
casualty field! 


THE 


"FOUR '" ONE’ 


STORY 


11% minutes of 
captivating sound... 
52 frames of 
colorful, entertaining 
sales motivation. 


TO HELP YOU: 

1. Sell Homeowners 
Plans. 

2. Increase present 
customers levels. 


BE THE FIRST IN 

YOUR AREA WITH THIS 

NEW auDIO-VISUAL 
APPROACH! 


DISTRIBUTORS 
COAST TO COAST 


To Give YOU 
A DESK-SIDE 
DEMONSTRATION 


WRITE 
TODAY 


FOR FULL DETAILS 


Cdadarimitors 
Sls 


2025 GLENWOOD AVENUE 
TOLEDO 2, OHIO 
Leading producers of sound-slide film 
for the Insurance Industry. 


Seewe2”- © FS BES BW £€8BE84AF 2B 


wn 
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age policy is two, three or more 
policies in one and that there is no 
reason why one policy containing three 
or more coverages should cost much 
more to handle than each one of the 
original three policies previously is- 
sued, the problem is already half 
solved. Simplification of methods 
and procedures in handling such 
policies is the key to the savings and 
eventually to the profit and loss sit- 
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(CONTINUED FROM PAGE 6) 


installation until all diversified un- 
derwriting, particularly the package 
policy field, has been properly adjusted 
and geared to automatic and electronic 
methods of handling. A great deal 
more is left to be done in this direction. 

Last, but not least, Mr. Bell con- 
cluded, is the problem of adequate 
statistical analysis. A great deal of 
pioneering has been done and is being 
done in the package policy field but 


iBell Sees Multiple Line Underwriting As ‘Only Answer’ 


except for homeowners policies, no 
statistical data on package policies as 
such is as yet available. Statistics on 
homeowners policies have now been 
compiled for a period of five years on 
a fairly adequate basis and this data 
is available to those who know where 
to find it. The statistical data on other 
package policies is completely lost 
since it is reported on a broken down 
basis and is merged with the various 


15 


classifications going into the package. 
“It is high time that an appropriate 
and adequate statistical plan for the 
various package policies be devised 
and a method of reporting and com- 
piling credible statistical reports in- 
stituted. Lack of this data makes it 
both difficult and expensive for a 
company to embark and to develop 
this field and probably effectively 
shuts out the smaller companies that 
cannot afford the experimental costs 
involved in developing the various 
packages without adequate statistical 


background.” 





uation. This simplification must start 
with the construction of the policy it- 
self, with the methods of rating, and 
extend to the underwriting procedures, 
the accounting procedures and all the 
into claim settlement methods. 
An efficiently designed package pol- 
icy, he declared, must be a package 
policy—a one unit policy, not a three 
unit, and it should be handled as such 
all the way through. Only in that way 
will the maximum efficiency and the 
maximum saving be effected to com- 
pensate for the discount to the pol- 
icyholder. 
Must Shed Old Habits 
“Companies must shed the old fash- 
joned habits acquired in the era of 


generous expense allowances provided 
in the rate structures of the olden 





eee 
days and realize that service to the 
mass cut-rate buyer need not be and is 

ing not expected to be the same as that 
to the luxury customer,” Mr. Bell 

. stated. “The quality and extent of 
service above the minimum consistent 
with the policy provisions is only a 
weapon of competition between com- 

U: panies which they can offer after 

ors they have balanced their costs against 
the discounted premiums and not be- 
fore.” 

at He observed that while automation 


has been shouted about as an answer 
to all of the ills that have befallen 
the insurance industry in recent years, 
enough time has passed to realize that 
it is not the answer. It is merely an- 
other tool to use judiciously at the 
proper time and in the proper place 
for cost reduction. Used otherwise it 
is another additional extravagance to 
overcome. While automation and elec- 
tronic devices will no doubt be the 
standard methods within a decade or 
so, they cannot fully justify the orig- 
inal cost of their development and 


Standard Accident Names | 


Ladman Property Manager 


| 
Standard Accident has appointed | 
Joseph F. Ladman Jr. property de- | 
| 








Somebody got your wires crossed ? 





Just S-O-S for the Man from “Ag”... 
the company that’s Strong On Service! 


ST 


partment manager of the company’s 
New York branch. 








You'll Score Better when you TEAM UP with “AG”! 


IN Mr. Ladman joins Standard Acci- | Whenever you have difficult selling or servicing Remember, anytime you need help to make your 
dent with a background of over 13 | : 
years in inland marine insurance. His | problems, call on the Man from “Ag.” work load smaller, and your pay load bigger, SOS 
experience in this line includes mer- | , 
chandising and sales as well as under- | ; } : for the Man from “Ag”...the company that’s 
Writing. | Your Agricultural Insurance fieldman has the ex- 
ms : , Strong On Service. 
N. J. Mutual Auto Rates Up perience and technical know-how that can prove 
M : ‘ ; : : Mail Coupon today for Complete “Ag” Story 
utual Insurance Rating Bureau has helpful in any situation. And, what’s more, he’s PO ae ans ance 5 crs ree a ae 
LS i. private passenger and commer- 4 r The Agricultural insur c | 
auto rates in New Jersey an av- = . ‘ ‘ = s | a Dept. N-1029 
erage of 14.1%, and r Sie sang i. ready and able to put that knowledge to work for | Watertown, N.Y. 
Tage risks 17.2%. YOU | Asa quality agent, I could be interested in teaming up | 
sea ; | with a quality company. Let’s have the details without 
OK. 100% Dividend At Continental | obligation. | 
Continental Casualty has declared Name 
peek dividend of 100%. The divi- , AVS ccc ccc eee eee eee eer ee see eee eee ese eeseeseseesse 
will be paid Dec. 10, 1959, to ul al irm N 
shareholders of record Nov. 20, 1959. ¢ I ooo iva ocak s sa oni a ewe Rae ae ak wes 
action followed a shareholders ree ! Address | 
m t j at which the company’s ore | po) a ee a ee ee a a a a a 
of incorporation were amended City & Stat | 
sl to increase the nathertund heres ieeon | 1 y _ ere Terr errr rreTTR eT Cee? Ge ee 


3 million to 6 million. 
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Growth Problems Of Mutual Agents Are 
Thoroughly Analyzed At NAMIC Meeting 


(CONTINUED FROM PAGE 4) 


mission basis, usually a 50-50 split. 
Some agents have offered 60-40 with 
the solicitor taking the 60, for both 
new and renewal business. The 60% 
solicitor is usually connected with the 
newer agent whose lower acquisition 
cost permits him to be more generous. 
As a rule, the solicitor may leave one 
agent to go with another by informing 
the insurance department, and he is 
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McNutt observed, it does not seem to 
prevent the solicitor from opening his 
own agency and violating the con- 
tract. The agent’s only recourse is the 
court, and this action is seldom taken, 
being both costly and doubtful. So the 
successful solicitor automatically be- 
comes a problem child to the agent. 
Under a 50-50 split, the agent finds 
that the solicitor is making as much 
as (or sometimes more than) the agent. 
This leaves the agent with two choices: 
He may take the solicitor in the agen- 
cy as a partner, or he can create a 
competitor. 


generally free to take the business he 
has produced with him or compete for 
it on renewal. Few agents seem to 
have contracts with their solicitors 
restricting the future writing of busi- 
ness placed with the agent. Those 
having contracts with restrictions usu- 
ally offer the solicitor a small drawing 
account or salary against commissions. 

Whatever the type of contract, Mr. 














SMITH, WHILOCK 
AGENCY 


310 MAIN ST. SPRINGFIELD 
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Identification that pays off in sales 


Associating your agency with the famous Hartford Stag 
symbol is good business — any time. And Hartford Group 
Agents have, for years, publicly displayed that trademark on 
attractive office, building, and window signs. 

Now Hartford Fire Insurance Company and Hartford 
Accident and Indemnity Company Agents have another 
device—the Roadside Sign. It’s a powerful, new advertising 
tool, specifically designated to help Hartford Agents get local 
mileage out of the Hartford’s aggressive national advertising 
which appears regularly in Saturday Evening Post, Life, 
Look, Reader’s Digest and many other leading magazines. 

Hartford magazine ads advise “See your local Hartford 
Agent.” Hartford Roadside Signs tell where to find him! 

More than 4,000 Roadside Signs now dot the Nation’s 
highways. And more are appearing every day, forging a 


HARTFORD FIRE INSURANCE COMPANY 


CITIZENS INSURANCE COMPANY OF NEW JERSEY, HARTFORD 15, CONN. * THE COLUMBIAN NATIONAL LIFE INSURANCE COMPANY, BOSTON 12, 


More Hartford Extras tor Hartford Agents 


Signs... for the office 


—— 





ae ae 


Signs.. .on the road 


strong and constantly growing advertising network that works’ 
for all Hartford Agents ... 

Individually, they work to build the agent’s prestige. Work 
to build his sales. Work as all Hartford Agent extras do . . . to’ 
identify the local Hartford Agent with the nationally known 
Hartford Stag trademark, symbol of quality protection since 
1810. 


HARTFORD) 


Fire Insurance Company 


GROUP 


Protection for family...) 
home...car... business 


+ HARTFORD ACCIDENT AND INDEMNITY COMPANY * HARTFORD LIVE STOCK INSURANCE COMPANY | 
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In fact, the successful solicitor j§ig 
the reason for the formation of J mu 
number of partnerships, Mr. McNy faci 
remarked. The solicitor ends up pref one 
senting a problem rather than a gsolyJ enti 
tion to securing new business for thy trav| 
agent. The unsuccessful _ solicitel the 
quickly fades into obscurity, but th duc 
business he did produce remains jg} conf 
the agency, increasing business over} fro 
all; and it could be said that solicitond tuals 
are employed to fail rather than 4} In 
succeed. 


Distinguish Two Classes 


Successful solicitors in the muty 
field, Mr. McNutt said, fall into ty) 
classes. One is the retired individual 
with a small independent income why 
may have a knowledge of fire an 
casualty insurance, but who will no 
ever, because of his age, become ; 
competitor. Next, there is the ma} writ 
who owns or has access to controll com| 
business. This business is more or leg en 
placed on the auction block for a 
highest commission bid. in 
After that, Mr. McNutt commente a 
there are the few agents who are ab 


























; d 
split and hold a good full time ma re 


Salaried salesmen are practically non§ the 
existent in the mutual agency, Mr fron 
McNutt declared. In many cases théthen 


man parallels that to the  solicitg agai 
The agent is hesitant to invest mone of 


000, and partnerships, solicitors a 
salaried representatives are not 


is more agents. 

This is a difficult matter, he d 
clared. In states where stock com 
panies will not plant with mut 
agents, it is even more severe. In th 
states with strictly mutual agents, 
lack of facilities slows their growth 
The agency is often without workmen’ 
compensation, bonds or boiler, becaus 
there are so few mutuals offerin; 
these lines. The strictly mutual agen 
must confine his production to ti 
personal lines. 

Mr. McNutt said another reason : 





K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability ond 
get-up to get the job done adequately. 
PROMPT SERVICE—Payroll and other casualty 
audits by representative field auditors. 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bidg. 

DES MOINES, IOWA * Phones CH 3-8649, CH 3.8640 

1OWA © MINNESOTA © DAKOTAS © NEBRASKA 

MISSOURI © ILLINOIS ¢ WISCONSIN © | 

MICHIGAN @ KANSAS * OKLAHOMA © COLORADO 
NEW MEXICO - 





MASS. * NEW YORK UNDERWRITERS INSURANCE COMPANY, NEW YORK 38, N. Y. * TWIN CITY FIRE INSURANCE COMPANY, MINNEAPOLIS 2. MINN. 
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js not easy to appoint agents in the 
mutual field is the lack of service 
facilities. Many companies have but 





Olicitor i 
tion of 
Tr. MeNuy 











is up py one special agent who travels the 
@N a solygentire state, and in some cases may 
‘SS for th@travel two or three states. Naturally, 

Solicited the new agent’s education and intro- 
y, but thiduction into the business must be 







emaings jf confined to self study rather than help 
Ness overs from his companies. Only a few mu- 
t soliciton# tuals offer a school for the new agent. 





r than jin the non-mixed states the new 
mutual agent must be selected from a 
town in which the population is large 
enough for him to survive by writing 
he mutual pysiness for mutual companies with 
| into tw jimited facilities. As a rule it prohibits 
individual the appointment of an agent in towns 
1COME Whif of Jess than 5,000 population. 

Y fire ang 

© will pojFurnished New Agents 

become 4 yntil a few years ago, the direct 
the ma writers furnished the mutual agency 
contro companies with a supply of new 













Ore or lesfagents. Today, Mr. McNutt noted, the 
*k for the hard core of the mutual agency field 

in many states is composed of agents 
ommented§ who received their training from direct 
‘0 are ablef writers. Ex school teachers used to 
| to allowipe an excellent source of new agents, 
1 the 50-5if and for the most part proved success- 
time ma} ful. Today the picture is different and 
ically nonfthe new agent seems to be coming 
ency, Mrifrom agents whose contracts limit 
cases th#them to the representation of a single 
ried sales company. Also, since real estate has 
> solicit§again become competitive, a number 
yest Monefof new agents have been secured 
feels th through this source. Life insurance 
1 create dmen are increasingly interested in 
ense. Als§fire and casualty, and a number of 
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Hnew agents come from this source, 
he added. 

Agents at their maximum capacity 
are concerned about the appointment 
of new agents, Mr. McNutt said. The 
established agents know that a per- 
centage of new agents will not succeed 
and the new agency will be for sale 
at a fraction of what it would cost the 
veteran to produce the same amount 
of business. The agent who reaches 
$100,000 will usually depend on pur- 
chasing insolvent or _ disillusioned 


ce agencie 
und $200, 
icitors an 
e not 
compani¢ 


er, he di 
stock com 
ith mut 
ere. In th 
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agents’ businesses, and thus grow to 
$200,000. But even by this method, 
they still cannot hope to exceed the 
maximum without the aid of sales 
assistance. 

While agents know that many new 
agents will fail, they know too that 
some will succeed and remain as 
competition. They are concerned and 
even fearful of what the future may 
hold. Changes in old policies, and new 
policies being created have caused an 
undue amount of concern and an in- 
creased acquisition cost in every agen- 
cy operating at maximum capacity, 
Mr. McNutt declared. The introduction 
of the homeowners and CPD in many 
states in the last few years caused 
agents to hire new personnel and in- 
crease their operating cost to service 





the business that was being adequately 


serviced without additions to the staff! 
A number of! 


before these changes. 
companies now require signed appli- 
cations for auto and this has caused 
the agent extra time and expense. 
Agents are fearful of automation and 
more information on automation should 
be disseminated by the companies to 
dispel the doubts now arising in the 
agent’s mind. 

Until agents at maximum capacity 





are willing to invest money in men, 
either a solicitor with a small salary 
and something considerably under a 
50% commission factor, or straight 
salaried employes, they will be hard 
pressed to maintain their present 
volume, Mr. McNutt concluded. 


Universal Underwriters 
Makes Two Changes 


Universal Underwriters of Kansas 
City has transferred James S. Helms 
from the home office to the newly 
opened Boston branch as claim man- 
ager. Harold A. Wood has been named 
resident adjuster at Elyria, O. 


Manchester, N. H., Mountain Insur- | 


ance Field Club held a bodily injury 
forum for its October meeting at Man- 
chester Country Club. 
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810 Baker Building 
Minneapolis 2, Minnesota 
FEderal 9-5847 





REINSURANCE BROKERS 
Exclusively 


More thar a quarter century of constant 
progress and growth through unexcelled 
service to insurance companies. 


* ACCIDENT AND HEALTH 


A. E. STRUDWICK CoO. 


Large Enough to Serve You Well... 
Small Enough to Want to 





* AVIATION 


* LIFE % 
* MARINE ¥ 
‘4 

* HAIL a 


208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 
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For musical instruments, contractors’ and agricultural equipment, 
cameras — in fact, for all the Inland Marine prospects you have. Our 


Inland Marine special representative is quali- 
fied and ready to solicit, quote premiums and 
tailor coverage to fit your insured’s require- 
ments. 


As a member of our mobile production team, 
his thoroughness and experience are avail- 
able to each agent, proving again that 
Royal-Globe’s 


“TOPS IN EVERY SERVICE” 


¥ ndependent 
Insurance AGENT 


-seaves/ vow /rrast~ 


CASUALTY » FIRE « MARINE « SURETY 






e 
£3 
ma i 
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INLAND MARINE PAYROLL AUDITOR f°.) BOND SPECIAL 
SPECIAL REP . / l) =) REPRESENTATIVE 
Y ai 
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LOSS PREVENTION 
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FIRE PROTECTION 
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150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © AMERICAN AND FOREIGN INSURANCE COMPANY ® Thr BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD © THAMES & MERSEY MARINE INSURANCE COMPANY. LTD. 
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Underwriters See ‘60 Small Car Good Risk 


(CONTINUED FROM PAGE 5) 


drivers of these cars will be more 
careful in view of the lack of protec- 
tion of a front engine. He admits this 
is psychological, but points out that 
most collisions are of the head-on 
type. 

Allstate, in announcing its discount, 
cited the small cars for their lower 
acceleration, smaller size and better 
maneuverability, and because they are 
expected to cause less damage in an 


accident than a standard sized car. 

One underwriter thinks the new cars 
will prove a good risk. He also em- 
phasized that the prospective buyer 
and driver is expected to be an 
economy minded person. Merely choos- 
ing the lower powered car indicates 
he will not be a speedster on the high- 
way, but a responsible individual with 
a mind for moderation. 

He pointed out Allstate’s plan does 


not give a reduced rate on the new 
model if it is used as a second family 
car; a standard model car pius the 
new small car take the same rate un- 
der a family policy. 

Another underwriter did make the 
point that the new risk might prove 
costly in collision claims. Being lightly 
built, damage is likely to prove exten- 
sive in a collision. Therefore, though 
the standard model is comparatively 
more costly for similar repairs, the 
new model will sustain more damage, 
and may be at least equally severe 





Tf you are 
tomorrow 
minded... 


Home Office: 











today’s customer will be tomorrow's, too— 





Van Wert, Ohio. Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto, 


Central—the tomorrow minded company 
—assures you of a brighter, better 
tomorrow by helping keep your customers 
sold. Send for the booklet, ‘Plus Factors 
for Added Premium Volume.” Write: 
Advertising Department, Central Mutual 
Insurance Company, Van Wert, Ohio. 


when you sell 
Central 


If you want to keep today’s customers 
sold tomorrow—and what producer doesn’t 
—then Central’s the company for you. 
Because Central offers you a “package” 
that keeps ’em sold . .. Dividends to 
policyholders, prompt, fair claim service, 
help from Central's Special Representatives 
on new policies, advertising to keep 

your name before your customers. 


A MULTIPLE LINE COMPANY 


Gapiral Uurwal 


INSURANCE COMPANY 


Van Wert, Ohio 
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in claims. 

Several underwriters pointed our 
that by the nature of its operation ; 
bureau may be slower than an inde 
pendent which makes its own filing 
on its own experience. There was, 
suggestion that bureau companig) 
should follow Allstate’s analysis of , 
risk, such as the new model cars, an 
base rates on these up-to-date statis. 
tics. The direct writer with a i 
volume of business has the advantag 
of uniformity in measuring the rig 
countrywide. As an independent it ca 
react quickly for a new market, 

Some underwriters are apprehensiy 
that the independent by moving quick. 
ly may capture what part of the ney 
cars it wants. However, others noty 
the outstanding change in swiftnes 
and flexibility of bureau filings 
recent months. The bureaus are moy. 
ing much faster on new plans an 
rates. Could it be the Allstate move j 
designed to counter this increase 
competitiveness of bureau and nop. 
bureau companies? 







Kemper Transfers Five 
In Eastern Offices 


Kemper companies have appointed 
Joseph M. Sullivan manager of the 


boiler and machinery department afi 
Syracuse. Formerly district manager 


at Rochester, he succeeds Richard W 
Richards, who has_ purchased the 


Charles L. Hughes agency, which rej $ 


presents Kemper in the Utica areg 
Harold L. Kyff has moved from 
Kingston to take over Mr. Sullivan’ 


post at Rochester, and John D. Strong i 


moves from Glens Falls into the terri- 
tory vacated by Mr. Kyff. Mr. Strong} 
will be succeeded by Gerald J. Car- 
mody, formerly with the Syracus 
special risks staff. Edward E. Awa 
has been transferred from the aut 
underwriting department to assume 
Mr. Carmody’s post. 


Supervisory Office In S.C. 


National Board has opened a super- 
visory office at 343 King Street 
Charleston, S.C., to expedite adjust- 
ment of losses in Hurricane Gracie 
The office is headed by B.P.L. Carden 
general adjuster. 

It is estimated that there will be i 
excess of 30,000 insurance claims, th 
greatest concentration of which is in 
the Charleston and Beaufort areas. 4 
preliminary estimate puts the insur- 
ance loss at more than $7 million 

General Adjustment Bureau ha 
opened temporary adjusting offices a 
352 King Street in Charleston and ll 
Bay Street in Beaufort. Independent 
adjusters and company loss men als 
are on hand. 
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(This is the second half of the ad- 
dress by Robert A. Rennie, vice-pres- 
ident of Nationwide Mutual, at the 
[-Day in Newark, sponsored by New 
Jersey chapter of CPCU.) 


Obviously, as the merger of life and 
property-casualty lines proceeds, and 
new policy forms are developed, the 


"| policyholder will have some uncer- 
eve tainti th tent of 
‘I tainties as to the extent of coverage 


under new contracts. However, court 
decisions will gradually clarify the 
major issues, and no serious rise in 
policyholder complaints or lawsuits 
relating to coverage is to be expected. 
On the contrary, new policies and 
packages will provide a much higher 
level of policyholder satisfaction, in 
Mr. Rennie’s opinion. 

The trend toward all lines insur- 
ance can reduce much existing du- 
plication in claims payments, particu- 
larly in terms of medical care bene- 
fits. It is common knowledge that an 
injured person may often collect med- 
ical expenses in full from insurance 
as many as four, five, or even more 
times. Duplication in benefits is a 
serious problem. It is raising the level 
of rates and producing bad insurance 
practices. To the extent that it chan- 
nels insurance premiums excessively 
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into specific coverages, it impedes the 
development of comprehensive pro- 
tection. The merger of coverages 
should help to correct this situation, 
Mr. Rennie declared. 


Solution To Duplication 


He pointed out that duplicate pay- 
ments come from many sources—hos- 
pital, surgical, group, Blue Cross- 
Blue Shield, auto medical payments, 
legal liability, and workmen’s com- 
pensation. Where wives work, de- 
pendents often receive benefits under 
two group plans. Unfortunately, legal 
barriers often will block the road to 
reform. West Virginia prohibits by 
statute the inclusion of any policy 
provision that limits payment for hos- 
pital or medical expenses because of 
the existence of other coverage. 

One solution to duplicate payments, 
he continued, is to have the issuing 
company jointly agree as to the order 
in which each kind of policy would 
apply until the claimant is fully re- 
imbursed. Beyond full reimbursement, 
the claimant would get nothing. This 
follows the practices already in use by 
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Cites All Lines Selling Benefits 
To Customers, 


Companies, Agents 


property insurers. A major multiple- 
line group is now paying claims under 
auto medical payments coverage only 
in excess of other A&S coverage pay- 
ments which apply. 

A second problem arising from the 
merger movement involves the policy- 
holder who carries most of his cover- 
age with the same insurer, Mr. Rennie 
said. Some policies, like auto, require 
close underwriting and intermittent 
claims payments. Life policies, on the 
other hand, do not involve these is- 
sues in the same form. A dissatisfied 
auto policyholder may decide to can- 
cel his entire insurance program. 


Consolidation Benefits 


Mr. Rennie does not think such 
problems are serious. The all lines de- 
velopment will further reduce them. 
The total risk can be written on an 
account basis, and regarded from an 
over-all viewpoint rather than simply 
as an auto, an A&S or life risk. On 
this basis, underwriting problems tend 
to compensate each other. A young 
man may be a questionable auto risk, 
but an excellent life and A&S risk. 
An older man may be a doubtful A&S 
risk, but a superior auto risk, etc. 
Finally, it is hoped that the merit- 
demerit auto rating plans will reduce 
auto policy cancellations to a mini- 
mum. The trend toward merger of 
lines will help policyholders because 
it will permit insurers to view in- 
surance needs as a whole. Up to this 
point, they have been preoccupied 
with getting at least a minimum 
amount of insurance to as many peo- 
ple as possible. They have done a good 
job. But from now on, their basic 
task is to fill in the gaps in that pro- 
tection, Mr. Rennie observed. 

He said that according to “purists,” 
insurance is a method of substituting 
a small known expenditure for a large 
unknown loss which insured carnot 
cover with his own resources without 
suffering undue hardship. These pur- 
ists point out that on many conven- 
tional coverages, insurers are simply 
trading dollars with insured. These 
coverages waste the energy and the 
resources of insurers on the first dol- 
lar of coverage which the policyholder 
could carry far more economically 
himself. In this situation, the intro- 
duction of a deductible would put an 
end to claims whose value to the pol- 
icyholder is disproportionate to the 





administrative cost of paying them. 

Mr. Rennie agrees with this view- 
point. Insurers have an obligation to 
encourage and to educate policyhold- 
ers to serve their own interests. For 
example, by providing sufficiently 
high limits, the major medical cover- 
age will do a better job than the con- 
ventional form of A&S in protecting 
people against the financial holocaust 
of prolonged illness. 

Insurers must be careful not to 
assume that they know all the an- 
swers, however, he went on. Major 
medical provides no way for insurers 
to encourage preventive medicine by 
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paying for periodic examinations. 
Also, the job of keeping medical care 
costs under control will require new 
programs and more intensive study 
by insurers. Major medical has tended 
to aggravate this problem. Medical 
care is a flexible concept that tends 
to expand to the limits of available 
facilities and ability to pay. Some 
curbs will have to be set on utilization 
as well as compensation scales. 

It must also be remembered that 
convenience is playing an increasing- 
ly important part in the lives of pol- 
icyholders. Many are willing to pay a 
stiff premium for the budgeting func- 
tion performed by insurers in paying 
for unforeseen losses. This was brought 
out sharply in one of Nationwide’s 
surveys. The company asked policy- 
holders which of the health coverages 
they would buy first if they ‘could 

(CONTINUED ON PAGE 35) 
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Ohio Farmers Insurance Company 
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Ohio Farmers Companies 
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Modern 
Progressive 
Prompt 
Dependable 


Just four words. But, four most 
important words . . . the four 
words most often heard when our 
agents and policyholders speak 
of Ohio Farmers. In bus'ness 
more than 110 years, Ohio 
Farmers has earned the 
reputation among its agents 

as the company to count on... 
when it counts most. 
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Ohio Agents Eye Economy Auto Plans; 
Problems, Results Cited By Proponents 


Leading members of Ohio Assn. of 
Insurance Agents took a hard look at 
continuous policies and direct billing 
at the annual meeting in Cincinnati. 
In a panel on the subject, four agents 
who have had experience with econ- 
omy auto plans analyzed company 
electronic processing of policies and 
handling of bills and considered 
whether this presents a partial solu- 
tion to current competitive headaches 
or merely adds another problem. 

Jack R. Trainer of Cincinnati 
pointed out that it is not accurate to 
say that a revolution is taking place in 
auto lines. It has happened. The public 
has revolted and has stopped buying 
auto coverage from the independent 
agent. 

Some agents may dispute this, he 
observed, but the premium growth of 
exclusive agent companies prove his 
contention. More to the point, if the 
Ohio agent who wrote $40,000 in auto 
premiums in 1950 merely held his own, 
his auto premiums should have been 
$106,000 in 1958. About $22,000 would 
have resulted from rate increases 
alone, and the growing number of 
cars on the road and those insured 
because of the financial responsibility 
law would have accounted for the rest. 
A really good agent would have had a 
much higher premium increase. 


One Companys Experience 


Mr. Trainer stressed that the panel 
was considering economy auto plans, 
not merit rating plans which are 
another subject. He said that one 
company, operating an economy plan 
for four years, had attracted 60% of 
the business under it from so called 
direct writers. About 17% of this 
business was transferred from the 
parent company, 11% came from com- 
petitive bureau companies and 12% 
was new business. Renewals under the 
economy plan were 89% contrasted 
with 80% renewals in the parent. 

Urging agents not to ignore economy 
plans, Mr. Trainer observed that two 
out of 10 homeowners in New York 
state are placed with Allstate, which 
got into this market through its auto 


business. Homeowners business is 
subject to serious inroads as automo- 
bile has been. 

Kenneth H. Harger of Bowling 
Green, new president of the associa- 
tion, has been using an economy plan 
for several years. He noted that one of 
the predicted benefits of such plans is 
reduced expenses, and detailed his 
own experience. 

His agency, like most, breaks its 
expenses into office expense and sell- 
ing expense. When considering office 
expense, Mr. Harger found that there 
are 16 steps involved in the entire 
renewal process of an automobile pol- 
icy under the conventional plan. His 
reference was to the “renewal pro- 
cess,” and not just to policy writing, 
or billing, or any other specific job. 
Since agents are interested in the im- 
pact on over-all expense, they must 
contrast all work and all expense that 
is to be affected by economy plans. 


Work Eliminated 


Under the plan he uses, only one 
of the 16 steps is still necessary—pull- 
ing insured’s file and getting the prop- 
er daily report. All of the other steps 
are eliminated and, just as important, 
no new steps have been added. 

Mr. Harger has not made a similar 
step by step comparison of the work 
involved in writing new risks, because 
they account for much less of the 
total office work than renewals. He 
estimates that the work involved in 
writing a new risk is reduced one-third 
by the economy plan, since statements 
and collections, expiration records, and 
accounting have been eliminated. 
These are the same steps that are 
eliminated when the policy is endorsed. 


He does not know of any scientific 
or arithmetic method of translating 
this reduced office work load into 
incontrovertible, dollar and cents sav- 
ings. However, taking into consider- 
ation that his office work is reduced 
from 16 to one step in the renewal 
process, that the work involved in a 
new risk and an endorsement is re- 
duced by possibly one third, and, that 
the work involved in loss handling is 


unchanged, he estimates that his of- 
fice expense should ultimately be 
reduced by 6624%. To put it another 
way, he expects his office expense to 
be only 3344% as much under the 
economy plan as it is under the con- 
ventional plan, once all the business 
has been converted to the new pro- 
gram. 


Areas Unaffected 


Mr. Harger can’t see how expense 
will be affected by the new plan. 
Advertising, entertainment, and auto 
expense make up most of the selling 
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expense, for his agency has no solici- 
tors or sub-producers. 

He said that with regard to agency 
expense, many have argued that a fair 
compensation for the principal, who 
is also the producer in most agencies, 
must be considered as another ex- 
pense. While avoiding the technical 
aspects of this question, Mr. Harger 
noted that agents are concerned about 
the effect of economy plans on the 
principal’s time and effort. 

It is nearly impossible to enumerate 
and define all of the functions of an 
agency principal, he went on. Of the 
most common functions, the time 
spent in collection problems is the 
only one that would seem to be 
eliminated by economy plans, Unaf- 
fected would be time spent in selling, 
office management and personnel 

(CONTINUED ON PAGE 26) 





Ellis Pans Ostrich Stance Of Business 


The insurance business has adopted 
an isolationist philosophy, buried its 
head in the sand and wistfully hoped 
that “its troubles would go away,” 
Porter Ellis of Dallas, vice-president of 
National Assn. of Insurance Agents, 
declared in his talk at the annual 
meeting of Ohio association at Cincin- 
nati. The time has come for agents to 
evaluate their position in the business, 
in his view. 

Agents should ask _ themselves 
whether they have kept up with chang- 
ing circumstances, and whether they 
have resisted all suggestions of change 
without any consideration of whether 
or not they are good. 

Associations should consider wheth- 
er they have continued to oppose 
policies and procedures that have al- 
ready been accepted by the majority 
of their members. Some past positions 
are no longer tenable, and Mr. Ellis 
wonders whether associations should 
continue to “play charades” by pub- 
licly supporting them while privately 
ignoring them. 

Confusion and lack of courage in the 
business are due to a “holier than 
thou” attitude which has developed. 
Companies were steeped in this type 
of tradition, rating bureaus had an 
over abundance of it, even to the point 
in many instances of taking over the 
prerogatives of management of their 
own company principals. Agents have 
had more than their share of it, Mr. 
Ellis said. 


After World War II, strong com- 
petitors who disregarded these tradi- 
tions seized upon a situation existing 
in the automobile business and made 
deep inroads. These newcomers armed 
themselves with advertising, new 
merchandising ideas and direct selling 
salesmen. Those in the independent 
agency system would be foolish not to 
recognize that these new ideas and 
approaches have had considerable pub- 
lic acceptance. 

Mr. Ellis looks on insurance as a 
business—not as a system which is 
untouchable or impossible to improve. 
Some are carried away by tradition 
and history and forget to think as 
prudent business men. While a strong 
believer in the principles of the agency 
system, he believes that it must be 
regarded as a means of earning a 
livelihood. He intends to exert all 
possible efforts to that end in his own 
agency operation. 


Sees System Surviving 


Contrary to the interpretation of 
current events by certain individuals, 
the agency system is not on the way 
out, he declared. It is slowly but 
surely awakening to the facts of life 
and it. will study and adopt the steps 
necessary to changing conditions. The 
very awakening to facts is one positive 
guarantee of the system’s survival. 

Too many agents are still living in 
an obsolete world where they could 

(CONTINUED ON PAGE 34) 
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Automation Effect On Companies 


And Personnel Has Varied Aspects 


By JOHN N. COSGROVE 


Based on a talk at the annual meet- 
ing of Ohio Assn. of Insurance Agents. 


One catch phrase that resounds in 


the business like the endless echoing 
of a Swiss yodeler’s refrain is this: 
“Automation is a threat to agents’ in- 
come and to their status.” They fear 
that by direct billing and continuous 
policies, companies will insinuate 
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themselves between the customer and 
the agent. Thus, contact with insured 
will be lost, ownership of expirations 
will be threatened, and the standing 
of the agent will be lowered in the 
view of his clientele and of his com- 
munity. Finally, and most important, 
by taking over certain detail functions, 
companies will gain another pretext 
to reduce rates of commission—or so 
say some agents. 

Companies—on the other hand— 
point out that if they assume details 
which they can handle more efficient- 
ly, especially in connection with 
standardized mass lines, agents will 
gain more time for their primary job 
of selling. Then, by exploiting present 
markets and advancing into other 
untapped areas, agents can increase 
their net income. 


This is but one example of a con- 
test of catch phrases, sometimes tinged 
with emotion. It is particularly sig- 
nificant to note that agents are fond 
of saying that automation is a threat 
to the American agency system. They 
imply that this system is made up 
only of agents. It is not. The system 
is comprised of agents and their com- 
panies. Take either group away, and 
there is no system—just two groups 
completely powerless to perform. 


Everyone Affected 


This seems elementary. But this ac- 
curate definition of the agency system 
puts all agent-company controversies 
—and especially those surrounding 
automation—in an entirely different 
focus. Automation will change the 
agency system, to be sure. But that 
means it will affect everyone in the 
business, from the agent at the point 
of sale right back to those on the ex- 
ecutive floor of company home offices. 
It does not represent a company in- 
spired conspiracy against the retail 
outlet of the business. It represents 
a profound change in the mechanics 
of marketing and servicing insurance 
protection, and its impact will be felt 
by everyone concerned in that process. 
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Agents are alarmed by the threatep,§ ¢ 
ing teeth of the bear called automa} if 
tion, but companies have hold of hist > 
tail. a 

Let us assume, for example, thy) # 
in line with current expectations angf " 
predictions, the homogeneous persona 
lines prove to be more efficient) ¢ 
handled by companies and are there.) P 
fore centralized or regionalized fg) 1 
processing. Not only will a great deg} % 
of detail be immediately removed from} | 
the agent’s office; it will also disapJ f 
pear entirely or partially from mam 
branches which serve agents. Accouny.} ti 
ing, underwriting, statistical wor) 
coding, bureau reports, and Servicing} ° 
in connection with personal lines wij} P 
no longer be branch functions to th 
same degree. te 

It is doubtful whether branch ey.) gs 
ecutives and their staffs will relig, 
the changes implicit in automatic, 
any more keenly than will agents, fy} i 
recent years, branches have come mop} 0 
and more to resemble miniature hom ¢ 
offices. In many cases, autonomy ha} i 
been virtually complete, and a goo) \ 
branch assignment, all things being) # 
equal, has often been preferred to anf ¢ 
equivalent home office post. Many 
branch people have been frank to say b 
they prefer being out from undef} s 
the home office gun. f 


Changes In View 


No criticism of branch executives a 
is to be inferred from these observa. 
tions. The activity of branches ha§ 4 
simply tended to reflect that of agen-§ a 
cies. Many agents have been swampeif ° 
with detail and have become officeg ¥ 
managers. Branch executives have, inf & 
turn, inevitably become internal ad-§ ¥ 
ministrators and supervisors of th 4 
infinite detail work handled in agen-§ > 
cies and passed on to the branch. lif - 
is doubtful if some branch heads and 
their colleagues, in recent years, have 
seen agents much more _ frequently 
than have home office executives— 
and that is not very often. This is @ 
far cry from the day when branch 
executives worked in many cases on 
a contingent arrangement pegged onf | 
production. 

If a good deal of accounting, under- 
writing of personal lines and other 
detail functions are removed from 
branches, it is obvious that personnel 
needs at these locations will diminish 
Some of this personnel may be relo- 
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efficient) change drastically. He will have fewer Sales Offices 
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of and to the home office there is an 
exchange of voluminous correspond- 
ence and reports. All sorts of admin- 
istrative detail and procedures are 
discussed on these personal visits and 
covered in costly exchanges of corres- 
pondence. 


Change In Supervisory Functions 


If personal lines detail is removed 
from branches, personnel is reduced 
or diverted to other locations, and me- 
chanical equipment shifted to regional 
or central points, surely the super- 
visory functions of home office exec- 
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utives with regard to branches will 
radically change. They will be con- 
cerned chiefly with the sales admin- 
istration of streamlined branches. 
Technical matters would be centered 
in fewer offices in central or regional 
locations, and responsibility for home 
office liaison with these larger centers 
may rest upon a different type of 
executive—those in the electronic data 
field. This is but another step in an 
inevitable sequence in automation. 
Agents change, branch office person- 
nel change, field men change, branch 
executives change, home office super- 


visors of branches change. In short, 
the entire marketing structure of in- 
surers changes. 

Those agents who have considered 
automation as a development which 
will revolutionize their daily functions 
may find some cheer in the fact that 
their company colleagues at all levels 
in the agency system will share their 
fate. Once agents have realized this, 
they may go a step further and begin 
to regard automation as a tool which 
may enable the agency system—of 
which they are only one part—to do 
a better job. 
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These are the broader implications 
of automation in terms of the peoph 
involved, which is the most important 
consideration. However, if we look 
at the subject from a wholly impe. 
sonal, practical standpoint, we ma 
well come to the same general cop, 
clusions. In any field of business th, 
outstanding characteristic of automa 
tion is its continuity through ever, 
phase of operation. : 


Mass Production Principles 


Henry Ford who is given som 
credit for having developed and py. 
moted the mass production of auto. 
mobiles put this principle plainly whe, 
he said: “Mass production is the fp. 
cusing upon a manufacturing opera. 
tion of seven different principle 
Power, accuracy, economy, continuity 
system, speed and repetition.” Go t 
the Ford plant today, or to any majo 
manufacturing enterprise for that mat. 
ter, and you will find these principle 
in practice. Manufacturers will no 
permit the tempo of their assembly 
lines to be slowed at any one point 
by an obsolete procedure. The ver 
basis of their operation is maximum 
efficiency at every step. 

If the agency system is serious 
about providing protection for the 
mass market just as Henry Ford pro- 
vided cars for it, then his operating 
philosophy must be adopted. 


Cooperation Necessary 


An agency company will not realize 
its mass marketing ambitions merely 
by installing electronic equipment at 
the home office for accelerated output 
in connection with isolated functions 
The company must analyze the entire 
insurance process from the sale of a 
policy by an agent, on through under. 
writing, processing, billing, filing and 
renewing. Each step must be adapted 
as part of a complete automation pro- 
gram. This will call for coordination of 
effort and complete cooperation be- 
tween the members of the agency 
system—agents and companies. If 
this is forthcoming, the modern proc- 
essing by agency companies of mass 
policies looms as a reality—with con- 
sequent savings and the competitive 
advantages so long desired. 

If an obsolete practice is tolerated 
at any point, the over-all procedure 
may be somewhat faster and more 
economical than at present—but it 
still will not be fast or economical 
enough. It will not match the pro 
cedures of the other merchandisers d 
insurance who by the nature of thei 
setup can control their operation from 
start to finish. What they can do by 
authoritative directives which must 
obeyed, the agency system mus 
achieve by willing cooperation. This 
cooperation will not be possible ul 
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jess agents and company men realize 
that the entire marketing procedure 
js changing, and reconcile themselves 
to different roles in the agency system 


partnership. 
who Is The Agent? 


In the foregoing speculations, em- 
nasis has been placed on the antici- 
pated additional selling time available 
to agents as a result of automation. 
While this prediction has been ac- 
cepted without quibble for purposes 
of this discussion, it must be pointed 
out that this unqualified expectation 
is based on a company catch phrase. 
It would appear to be true in theory 
—but when it is examined closely, 
certain questions may arise. 


Who is the agent in question? Is he 
a stereotype for convenient use in a 
slogan? Let us look at this promise of 
additional selling time in terms of 
agents as they really are, and identify 
those agents who are likely to have 
more time for sales. 


It seems safe to say that for years 
_without company automation—the 
principals of many of the largest agen- 
cies have been devoting their full time 
to sales. They are not necessarily pave- 
ment pounders or door bell ringers. 
Their selling may be done on the golf 
course, at luncheon’ conferences, 
through business affiliation and in 
dozens of other ways. But regardless 
of their methods, these principals are 
salesmen and nothing more. Whatever 
administrative details they supervise 
are in connection with such internal 
affairs of their agencies as insurers 
could not assume. 


No Sales Effect 


Solicitors in these agencies are also 
salesmen and nothing more. These 
agencies are organized with execu- 
tives or department heads to handle 
internal details and with departments 
—sometimes electronically equipped— 
to process paper work. To what de- 
gree, then, would company assump- 
tion of detail through automation in- 
crease the selling time of principals 
and solicitors? Shifting detail process- 
ing to the company would enable 
these agencies to reduce their staffs, 
and would make certain equipment 
unnecessary, thus cutting operating 
costs. But this is not the same thing 
as increasing selling time. Agencies of 
this type probably produce a large 
proportion of the business of many 
companies. Moreover, this business is 
probably the most profitable for the 
companies. Is it possible that the slo- 
gan, “more selling time,” may not ap- 
ply appreciably to the most produc- 
tive and profitable type of agent the 
companies now have? 


Still No Sales Impact 


Let us go to the other extreme—the 
agent whose insurance interests are 
subordinate to some other activity— 
Teal estate, for example. He may be 
criticized as a part-timer, but the hard 
fact is that companies compete to ap- 
point him because he provides a book 
of clean personal business and often 
Some choice smaller commercial 
lines. The fact that this agent’s in- 
surance production is a by-product of 
his primary activity does not seem to 
make his business less attractive. 
ji It is true that he is not a full time 
Msurance salesman; in fact, he is not 


an insurance salesman at all. He is 
making his living from real estate, a 
mortgage business or some allied en- 
deavor, to which he devotes the major 
Part of his time. Will company automa- 
tion induce him to forsake his vocation 


and become a full time insurance sales- 
man? 
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This type of agent sometimes uses 
company field men excessively and 
poses problems for the company 
through inefficient accounting, incor- 
rectly written policies, and in other 
ways. Removing detail from his office 
may cure these evils to a degree, but 
here again, the impact on his selling 
time is nil. He will produce as much 
insurance business as grows out of his 
primary activity—no more and no less 
—regardless of where it is processed. 


Really Pertinent Area 


Between the extremes of the largest 
agents and the producers whose pri- 
mary interest are not insurance, are 
many thousands of agents with dif- 
ferent sized establishments, varying 
volume, and infinite differences 
selling practices. I have no way 
telling what the selling practices 
these agents are. But that is not im- 
portant. What really matters is wheth- 
er the companies have exact informa- 
tion on their selling practices. 

Joyful statements about increasing 
selling time of agents are essentially 
meaningless unless they are based on 
such knowledge. Why look forward to 
having more of something if you don’t 
know the quantity or quality of what 
you have now? Perhaps some insurers 
have that data. If so, they are to be 
commended for a realistic approach 
which may save a great deal of dis- 
appointment later in the game. 


Fireman's Fund Makes 
Coast-To-Coast Changes 


Burton Y. Hess has been transferred 
to the New York branch of Fireman’s 
Fund as assistant manager of auto- 
mobile and casualty. He will work 
with assistant manager John H. Hord 
in assisting Resident Vice-president 
Henry E. Knoblock. 

Mr. Hess joined the Fund in 1953 
as casualty manager at Pittsburgh, 
and for the past few years has been 
assistant manager of automobile and 
casualty in Chicago. 

Other personnel changes: Brian M. 
Vessa has been appointed bond and 
burglary special agent at Pittsburgh, 
replacing Walter H. Gentry Jr., who 
has been transferred to Philadelphia. 
Also, Garnet Clancy has been named 
automobile and casualty special agent 
at Los Angeles. 


33,790 AR Plans In Wash. 
SEATTLE—tThe | state’s assigned 
risk plan office processed 21,264 new 
assignments and 12,526 renewals dur- 
ing the one-year period ending July 1, 
according to E. R. Haffner, manager. 


Appoints Welch & Co. On Coast 
Welch & Co., west coast general 
agents and surplus line brokers, has 
been appointed general agent for 
Minnehoma Ins. Co. of Tulsa. The 
Oklahoma company, currently operat- 
ing in 46 states, provides a specialized 
package policy for trailer homes. 


New Code Approved 
By Ala. House Unit 


The insurance committee of the Ala- 
bama house by an 8 to 5 vote has giv- 
en a favorable report to the proposed 
new insurance code. It will now be 
put on the house calendar for a vote. 

Rep. Peter Mathews of Clay County 
who served as chairman of the interim 
committee which drafted the proposed 
new code said it is similar to a model 
law in effect in a number of states 
which is designed to remedy some of 
the abuses in the insurance business. 

The proposed code carries several 
amendments proposed by Insurance 
Commissioner Edmon L. Rinehart. 
James H. Horn, former commissioner, 
and now vice-president of Southern 
United Life of Montgomery, suggested 
that further study be given to the 
code. “We want to be certain that it 
isn’t so strict that small companies 
can’t operate under it,” he said. 
Hamsenn Is L. A. Manager 

Standard Accident has appointed 
Robert L. Hamsenn manager at Los 
Angeles. 
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Aetna Group Raises 
Kearney In Personnel 


John T. Kearney has been advanced 
to personnel director of Aetna Life 
affiliated companies. 

He joined the companies in 1940 
and entered the personnel department 
in 1946 after military service. He was 
later named employment supervisor, 
superintendent of the department and, 
in 1957, assistant secretary. 


Egan Joins North British 
North British has appointed John 
J. Egan casualty superintendent at 
Philadelphia. He has been with Hart- 
ford Accident for 12 years as casu- 
alty supervising underwriter and spe- 
cial agent in Philadelphia and four 
surrounding counties. 
Dunsworth New Chief Underwriter 
Dean Dunsworth has been appointed 
chief underwriter for Farm Bureau 
Mutual. He has been with the Farm 
Bureau companies since 1957. He is 
secretary of Iowa Home Office Un- 
derwriters Assn. 
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Ohio Agents Take A Look At Economy Auto Plans, Problems 


training, advertising and public rela- 
tions, correspondence with company 
and insured, self training and educa- 
tion. In general, he doubts if the time 
and effort of the principal is sub- 
stantially different under the economy 
plans. 

Mr. Harger drew a comparison be- 
tween net profit on a $100 auto pre- 
mium under several common situations 
and under his economy plan. At the 


(CONTINUED FROM PAGE 21) 


manual premiums with a 25% commis- 
sion, the profit to the agent is $13.37; at 
the same rate with 20% commission, 
profit is $8.37; at a 10% deviation off 
manual and 25% commission, profit is 
$10.87; and under the economy plan, 
18% off manual with 15% commission, 
it is $7.52. He said the manual rate 
with 20% commission is probably the 
most common situation at present, and 
that the profit on this arrangement is 


reduced 10% or 85 cents under the 
economy plan—from $8.37 to $7.52. 

Mr. Harger urged agents considering 
adoption of an economy plan to com- 
pute their average auto commission 
rate realistically and not use the rate 
they think they are receiving. They 
might be in for a surprise. He also 
suggested that they take a hard look 
at the possibility of further auto com- 
mission reductions. 





“You’re tops in getting new contracts, Bascomb, 
but they don’t quite keep up with your cancellations” 


Poor Bascomb. He keeps running in one 
place. Because unless the agent has es- 
sential support in safety engineering and 
claim service, he is apt to lose compensa- 














Millions of dollars 





tion renewals as fast as he can write new 
coverages. Bituminous’ flexible and open- 
minded underwriting and _ individually 
tailored rating plans help you get the 


business. And Bituminous’ underwriting 
skills coupled with engineering compe- 
tence and efficient claim service help you 
Bituminous’ lusty growth in 
writings, assets and surplus (see chart) 


keep it. 


[_] Total Admitted Assets 48 
[] Net Premiums Written 44 
HB Policyholders’ Surplus 40 
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He noted that contingent commp§ pj 
sion contracts are as common or mp 
so under economy plans than yn 
conventional arrangements. One of} 
largest insurers offered him such 
contract under the economy progra 
but never granted it under the yy) 
arrangement, even with a very gy 
stantial volume. 

While his own experience with , 
economy plan has convinced him ¢; 
he can not only live, but prosper unde 
it, agents would be making a mista 
to change all of their auto business; 
such a plan without serious conside 
ation. They should explore the subje 
in the light of their individual sity i 
tions, Mr. Harger concluded. 


How To Push Plans 


Loren E. Karickhoff of Akron . 
plored the question of various methog 
of exploiting economy plans. The age,’ 
has the problem of justifying an ope, 
ation under which he charges differey 
customers different rates. An agey 
can use an economy plan defensively 
offensively, or go all out. ; 

Using the defensive system, agent§ it 
will normally use the plan only whe 
in direct competition with a lowe 
price. They would probably have ; 
hard time justifying different price 
for different insured. Another obje§ po 
tion to this method is that an agent hat ac 
no way of knowing how many dissatis.§ lin 
fied insured he has and may soon log§ de 

Agents who have used the offensive ot! 
method have done so in one of several to 
ways, he pointed out. Some have sen§ ot! 
a letter to all their auto insured ap 
nouncing that the agency has tw dli 
plans of auto coverage, and explaining} eit 
the difference. Insured are offered s# de 
choice to be indicated on a return cari be 

Other agents have renewed aut re 
policies with their regular compan} G 
and mailed it out with a letter, whic§ ca 
also gives insured an opportunity tg bi 
decide which of the two plans hg it 
wants. Some agents prefer to waig u 
until the auto policy is up for renewag cc 
and then personally contact insure§ st 
and explain the advantages and dis§ 4 
advantages of the two plans. Agent b 
who have used this approach say thal 0 
it gives insured an opportunity to a 
questions which an agent can answer 
on the spot. tt 

The all out approach, Mr. Karickhotif} t 
said, is normally a continuation of th P 
offensive approach. After the agent hag £ 
contacted his auto customers and ex-§ P 
plained his two plans, the next logic’ | 
step is to solicit other existing insurei} 4 
primarily fire policyholders. Mamg§ ® 
agents feel it is also necessary to g§ | 
further and to advertise aggressively 
by mail, radio, TV and newspaper. Onej ! 
danger of aggressive advertising * 
that if it is not properly worded, a 
agency can easily get the reputation 
of a “cut rate shop.” On the othe 
hand, agents who do not aggressively 
sell the direct billing idea, once they 
have adopted it, lose the opportunily 
to expand their volume. 

Agents must decide for themselves 
whether to use a plan involving diret 
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Nt Comm§ piling, and must also determine their 
102 OF mons own over-all approach. They should 
than ung consider whether they would rather 
- One of jill jose an auto insured to a captive agent 
11M such Jor to an independent agent with the 
1Y prograns direct billing system, Mr. Karickhoff 
-r the usu concluded. 

 VeTY Stbh neseribes Handling 


ce with of The mechanics of handling business 
ed him til under economy plans were analyzed 
‘Osper ung by John C. Glandon of Columbus. He 
g a mistahe said such plans can be divided into 
business two major groups. The first includes 
1S Considers the special policy which is usually 
the subje§ written with single limits. Although it 
idual situs is commonly more restrictive than the 
: family policy, some companies afford 
proader coverage in some areas under 
the special form. It is different from 
J the basic or combination policy as well. 
In this category are the plans filed by 
National Bureau in several midwest- 
ern states and California. Several in- 
# dependent filings in these and other 
% states are similar to the bureau pat- 
tern. Ohio agents have had the least 
experience with this type of plan for 
wit has only recently been available 
there from a few companies. 

The other major category of econ- 
omy plans, Mr. Glandon said, follows 
the coverage and format of the family 
jee policy, with the coverage on newly 
acquired automobiles usually being 
limited to cars which replace the auto 
described in the policy, and with such 
other minor changes as are necessary 
to make the policy apply for a term 
§ other than one year. 

Fortunately, the mechanics of han- 
dling a transaction under any plan in 
either category, follow a fairly well 
defined pattern, although there may 
be minor variations. Nearly every plan 
requires a signed application, Mr. 
Glandon said. He believes the appli- 
cation is a good thing for the automo- 
ortunity tif bile business. Agents have objected to 
) plans hf it but its use cannot help but impress 
2r to waif upon insured the serious nature of his 
‘or renewal contractual relationship with his in- 
ct insured® surer and perhaps lead him to a new 
S and dis§ appreciation of the coverage granted 
ins. Agent® by his policy. 
ch say thal 
nity to ask 
“an answe The first premium is collected by 

the agent at the time the order is 

Karickhoti) taken. Nearly every plan, however, 
ition of the Provides for limited binding authority 
e agent ha for the agent to take care of a tele- 
rs and ex-§ Phone order or to provide for other 
1ext logical legitimate situations where a reason- 
ng insured able delay in forwarding the signed 
ers. Many— application and remittance to the com- 
sary to go) Dany may be expected. 
ggressivel) Most companies require a cash trans- 
paper. One§ mittal form to be completed when for- 
ertising is 
worded, al 
reputation 

the other 
ggressively 

once they 
»pportunity 
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warding applications, endorsements 
and remittances, he said. A few com- 
panies permit the first premium to be 
handled on an account current basis, 
or do not require the transmittal sheet. 
Instead, the remittance is attached to 
the application. His own experience 
shows that the cash transmittal sheet 
serves a useful purpose in maintaining 
a record of what was sent to a given 
company. 

The usual plan provides that the 
company will prepare the policy con- 
tracts. Some plans permit the agent to 
issue the policy. As a rule, the policy 
is mailed to the agent for delivery, 
although some companies mail it direct 
to insured. 

Because all plans contemplate the 
use of electronic equipment in prepar- 
ing renewal premium statements, it is 
necessary to endorse every change in 
the declarations of the policy—a 
change of address, a change in auto- 
mobiles, etc. Many companies require 
a premium adjustment, if in order, on 
a change of car endorsement, or change 
of address. Others require a premium 
adjustment only if coverage is changed. 
Endorsements and remittances for ad- 
ditional premiums are handled under 
each plan in the same way as the 
original application, Mr. Glandon de- 
clared. 


Reconciliation Methods 


Since the agent has remitted the 
gross premium for each new policy or 
endorsement to the company, he can 
expect to receive some form of ac- 
counting from the company indicating 
the premiums written and commis- 
sions due. Most companies prepare 
and mail to the agent a commission 
statement within 30 days, and attach 
a check or credit memorandum which 
is applied to the next remittance to 
the company. Some agents have relied 
completely on their commission state- 
ments and have maintained no sup- 
porting record. Others have developed 
various procedures to verify that the 
company accounting is in balance with 
their own. Agents who produce a 
volume of life business and maintain 
a follow-up on commissions due should 
have no difficulty in fitting into their 
system a procedure for following up 
commissions due from economy plan 
business Mr. Glandon said. 

On renewals, he noted that some 
agents maintain as complete expira- 
tion records for economy plan business 
as for that handled on the usual plan. 
Other agents do not pull their expira- 
tions but rely completely on the com- 
pany to see that the renewal premium 
is billed properly. Most plans provide 
that, if the premium is not received by 
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the expiration date or within the grace 
period established by the plan, the 
agent will be notified in time to con- 
tact insured to attempt to have the 
premium paid so that coverage may 
be continued without lapse. This bill- 
ing procedure, of course, will be in- 
volved each time a premium is due 
under the policy. Some plans con- 
template a three month policy; others 
a six month policy with the privilege 
of paying in two installments. Still 
others permit a twelve month policy, 
and some companies even permit a 36 
month form for physical damage only. 
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Nearly all plans call for direct billing 
of renewal premiums by the company, 
although some companies permit the 
agent to handle this procedure. 


Recommended Procedures 


Mr. Glandon outlined his idea of the 
best office procedures in an_ ideal 
economy plan: 

1. Signed application should be for- 
warded to the company to be photo- 
copied and attached to a policy jacket 
to form the contract. 

2. Cash or remittance for the origin- 
al and endorsement premiums should 


YOUR KEY TO 


MORE COMMERCIAL ACCOUNTS *\. 


be forwarded to the company with a 
transmittal sheet. 

3. Company should extend 10 day 
binder privilege without application. 

4. Policy should be issued by the 
company, not by the agent. 

5. Policy and memorandum copy 
should be mailed to the agent by the 
company for delivery to insured and 
loss payee, not mailed direct to either. 

6. Endorsements must be required 
for any change in policy declarations 
or coverage, but premium adjustment 
should be waived on a change of car 
endorsement. 
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Are you being left out where large, profit- 
able commercial accounts are concerned? 
Let Afco open the door for you! 

You’ll find the businessman receptive to 
Afco’s many time-saving, money-saving 
advantages. With one monthly check for 
all his insurance, he gets the complete pro- 
tection he needs. He avoids big lump-sum 
payments that drain his working capital. 
He avoids having to contend with irregu- 
lar due dates that are likely to come up at 
the wrong time of the year. 

For you, Afco means bigger sales, bigger 
commissions, lower operating costs. It means 


you can meet competition on all fronts— 
bring in, or hold onto, large commercial 
accounts. And it means you can package 
policies of more than 480 agency insurance 
companies in one payment schedule. 

The new Commercial Accounts Depart- 
ment at each of Afco’s six offices provides 
fast, individualized service and will tailor- 
make a payment plan to suit the require- 
ments of a particular businessman. Afco’s 
attractive rates on commercial accounts 
are generally lower than bank rates. Even 
lower quotations will be made for accounts 
over $20,000. 
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7. Renewal premiums _§ should be 
billed direct by the company, wh; 
should notify the agent 10 days bef, 
the effective date of a lapse in Cover. 
age, if the premium is unpaid. 

8. Written verification should bh 
issued by the company to indicate thar : 
the renewal premium was paid ang 
coverage continued in force. 

Mr. Glandon believes that these pm. 
cedures would result in the most eagjp 
operated and economical plan for both 
agent and company. 

In response to questions from the 
floor, following the panel discussigy 
Mr. Harger stated that he had used the 
economy plan defensively. He feek 
that this was a mistake, since partiy 
use of the plan tied his agency’s hands 
with respect to advertising. He dog 
not feel that economy plans Teduc: 
contact with insured. On the contrary § 
when they are written on a six moni) 
basis, insured’s file comes up twice af °° 
often with consequent opportunitie 
for contact. 


Awards Made 





John W. Hemphill of Painesvilk 
past president of the association, m 
ceived the Paul Revere trophy, th 
group’s top award, in recognition ¢ 
his contributions to the business, th 
association and his community. To 
honor men and the senior faculty ¢ 
the association’s school receive 
awards in the form of laminatg 
plaques, bearing a reproduction of a 
advertisement in THE NATIONAL Uy. 
DERWRITER, paying tribute to these men th 

Herman P. Winter, vice-presiden; 
and western department manager og 
America Fore Loyalty was _ given ; 
special award for spearheading co. 
operative efforts between western de 
partment managers and the associa 
tion’s property insurance liaison com- 
mittee. He was instrumental in solving} y; 
the foundation coverage problem and 
in having the 5% extension claus 
made available to Ohio agents. Pi 


Ore. Processes ! 29,113 ARs fs 


SALEM, ORE.—29,113 assigned risk & 
plan applications were processed dur W 
ing the one-year period ending Jung ™ 
30, according to M. View, manager§ 8 
This figure represents 15,652 new ap-§ & 
plications and 13,461 renewals. at 


Klamath County (Ore.) Agents Elect, * 

Klamath County (Ore.) Assn. of In-§ 4 
surance Agents has reelected Hans th 
Norland president. “Bud” White was " 
elected vice-president and A. R. Dye st 
secretary-treasurer. Named to the 
board were C. B. Larkin and Normag " 
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of money from one organization to 
another to obtain a needed result. 

The element that makes the insti- 
tute an unknown quantity in the safety 
field at this time is its direct action 
program, Mr. Brown observed. This 
will not involve a national safety ac- 
tion program. In this there would be 
+ from thy the danger of duplicating some excel- 

discussig) lent programs already at work. The 
ad used thes institute would be running a certain 
. He fegh risk of spending itself before it could 
nce partigp reach any measurable result. 
ncy’s hands gite-Size Basis 
ae The direct action program will be 
e contrary on a bite-size basis. It will go to work 
six month in two or three states as soon as 
1p twieal possible. The objective will be to show 
sportuniiie measurable results in those states in a 

reasonable length of time. If that can 
be done, it will have a pattern of 
action applicable to other states. That 
will be the time for the direct action 
program to be expanded into as many 
other states as the institute can man- 
age. It will move on a state-by-state 
basis toward national programming— 
never duplicating, always cooperating 
with and supporting existing safety 
organizations. 

The institute will not enter any 
state unless it is virtually invited, he 
stated. But it will select several states 
in which it may want to work. He said 
that he is frankly looking for proving 
grounds where the institute can de- 
monstrate results. 

Once these states are selected, the 
institute will make a preliminary sur- 
vey. “We will simply appear quietly 
and talk to people. We will talk to the 
governor and other state officials. We 
will talk to men and women and 
groups of influence.” 


Purposes Of Survey 


The purposes of this preliminary 
survey include making a_ superficial 
evaluation of facilities and of attitudes 
with which it would be working if 
invited into that state. Evaluating the 
general attitude of officials and influ- 
ence groups will be an important job 
at this stage. Does the state want help? 
Does it want the institute? Will the 
state support a full scale effort over 
a period of years? Is now the right or 
the wrong climate? Is this the right 
time to start work in this particular 
state? To a great degree, the question 
will be answered by what the insti- 
tute learns of the official and general 
attitude. But there also will be such 
practical considerations as_ political 
stability, tenure in office, composition 
of the legislature, the strength, inter- 
est and bias of influence groups. 

It will be understood, he declared, 
that the institute is interested in only 
one thing, reduction of traffic acci- 
dents in the state as a result of a 
complete, official program. It doesn’t 
matter who gets the credit. It is the 
Program that counts. But the institute 
will be expecting cooperation on a 
total program. 

The institute is not going to back 
out of a state at the first sign of 
opposition, he declared. Not at all. One 
of the most important uses of this 
Sufvey will be the opportunity to 
change attitudes while investigating 
attitudes. 

AS a result of successful preliminary 
Surveys, he said, the institute would 
expect to be officially invited to go 
‘o work in pre-selected states. This 
official approval and invitation would 
of course, have to come from the 
Sovernor, and they should be approved 
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Brown Outlines Safety Institute Program 


(CONTINUED FROM PAGE 1) 


by both the state and the local officials 
concerned. If the institute is satisfied 
that this invitation comes from a state 
where the time is right, and where the 
official and general attitudes are 
sound, then it has found a place where 
it can be of help. 


Complete Evaluation 


The first job of the institute in a 
state will be complete evaluation of 
the existing traffic safety program in 
all its phases—from city to county to 
state level. This evaluation § study 
would cover all the ground—accident 
records, education, enforcement, en- 
gineering, laws and ordinances, ad- 
ministration, public support, public in- 
formation, and courts. 

Based on the evaluation, there will 
be set up jointly a priority program— 
jobs to be done, areas to receive 
special emphasis. Again based on the 
evaluation, the institute will set out 
what must be done to accomplish these 
jobs as the official program of the 
state. If the evaluation shows that one 
of the state’s priority needs is local 
police training, the institute won’t 
undertake the training. It will ask for 
help from the appropriate organization 
equipped to do this. If the traffic 
statutes need overhauling, it will ask 
help from state and national bar 
associations. It will ask and support 
the help of any specialist organization 
in the whole field of traffic safety to 
accomplish the priority program in 
that state. 


Coordination Is Chief Function 


The institute’s chief function will be 
to coordinate the program within the 
state, to supply the motivation, to keep 
things moving, to arouse public inter- 
est and support, to keep pushing the 
program constantly until it reaches 
the point, in all its parts, where signi- 
ficant accident reduction begins. 

The last step will be to evaluate its 
activities in progress and in review. 
This may bring some changes in. the 
program in another state, may 
strengthen some parts of it, decrease 
the importance of others. The institute 
will not be wedded to any approach 
until it knows it works. 

“We are fighting an epidemic,” he 
said. “The vaccines of prevention are 
available. Our job will be to convince 
people and state governments that 
they should take their shots. Our job 
will be to organize and promote the 
inoculation process on the scene.” 


Inland Marine Pay 
Plans Kayoed In N.C. 


Commissioner Charles F. Gold of 
North Carolina has rejected the de- 
ferred premium payment plan filed by 
Transportation Insurance Rating Bu- 
reau. At the same time he ordered In- 
land Marine Insurance Bureau _ to 
withdraw a similar plan approved for 
it Oct. 28, 1958. 

He said his principal objection is 
that, under the plan, insured would be 
called on to pay an additional prem- 
ium if the inland marine coverage 
were cancelled at the end of the first 
year. Two other plans he has approved 
for use in North Carolina, he said, 
make use of the term rule of 2.7 times 
the annual premium for a three-year 
policy and result in some saving to 
the public. He said TIRB and IMIB 
plans result in the policyholder paying 
more than under the two approved 
plans. He also said there could be 
confusion from billing for the addi- 


Speakers Stress Sales 
At Insurance Women’s 
Annual At Midland, Tex. 


MIDLAND, Tex.—Sales and sales- 
manship dominated the 15th annual 
convention here of Federation of In- 
surance Women of Texas which saw 
Mrs. Jewell Tindall, Corpus Christi, 
replace Mrs. Polly Lewis, Lubbock, as 
president. Other officers elected were 
Mrs. Glenn Epstein, Houston, Ist vice- 
president; Mrs. Marion White, Odessa, 
2nd vice-president; Mrs. Olive Kovic, 
Corpus Christi, corresponding secre- 
tary; Miss Betty Anne Chandler, Dal- 
las, recording secretary, and Mrs. May 
Campanella, Odessa, treasurer. 

Emphasizing the importance of the 
public’s views, William J. Harding, 
public relations director for Texas In- 
surance Advisory Assn., stated that 
the key to any business’s future is 
salesmanship. 


Real Struggle Today 


People seek to purchase goods at 
lower prices, and there is a real strug- 
gle going on these days for both the 
minds and dollars of customers. The 
customer’s mental picture of the sales- 
man is important and he often forms 
an impression without the salesman’s 
knowledge, Mr. Harding said. 

Citing various sales campaigns 
which have changed the public’s im- 
pressions and attitudes, the speaker 
said “independent agents” must fight 
to sell. Companies are ready to help 
the agent. Sales films are always avail- 
able from his own office, Mr. Harding 
noted. 

B. F. Russell, Floyd West & Co., 
Dallas, introduced by Mrs. Mary Camp- 
bell, convention chairman, declared 
that changes in the business have 
come about because of the desires of 
the public. The public gets what it 
wants, he said. 

Drawing a parallel between recent 
developments in the auto field and 
package selling, Mr. Russell said the 
public wants “a cheaper package.” 
Agents in Texas are in an advantage- 
ous position with regards to pack- 
age policies, he claimed. 


People will buy auto policies on a 
monthly premium basis with no in- 
terest. The bank draft plan has al- 
ready been put into effect by life 
companies and this will have an im- 
pact on the fire and casualty busi- 
ness. When the automatic cancellation 
comes, it will be “like pulling a plug 
out of a dike,” he said. 


Personal Service Needs Attention 


More attention should be given to 
personal service. Too many agents re- 
new policies year after year without 
suggesting any changes—even when 
those changes are needed, Mr. Rus- 
sell said. The average man meets the 
needs of his family; the agent must 
meet that man’s insurance needs. 

Insurance women should “needle” 
agents into more active selling. 
Agents with a good volume of business 
will find companies are ready to work 
with them in placing certain risks and 
will provide service to the agent’s 
clients. 

Among the many women who pre- 
sented interesting and informative re- 
ports were Mrs. Jerry Scott, Dickin- 
son, who requested those present to 
keep informed concerning insurance 
legislation, and Mrs. Epstein who 
stressed the importance of safety and 
fire prevention education. 





tional premium if coverage is can- 
celled at the end of the first year by 
the policyholder. 
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Accounts Receivable 
Plan Filed By Bureaus 
Aimed At Mass Market 


A new non-reporting form of ac- 
counts receivable coverage is available 
for insured whose normal exposure is 
$50,000 or less, and where a monthly 
accounts receivable form would be 
impractical. Heretofore, the policy for 
accounts receivable required insured 
to report the total amount of accounts 
receivable at the end of each month, 
and the premium was based upon 
those reports. 

Inland Marine Insurance Bureau and 
National Bureau, which cooperate in 
handling accounts receivable and val- 
uable papers and records coverage, 
have filed the new form, and .it has 
been approved in all jurisdictions ex- 
cept Connecticut, Hawaii, Kansas, 
Kentucky, Louisiana, New Jersey, New 
York, Puerto Rico, Tennessee, Virgin- 
ia and Wisconsin. 

They consider the $50,000 limit for 
eligibility will best reach the mass 
market for this coverage. Any prospect 
whose credit operations have extended 
over a period of at least two years 
and whose required limit of insurance 
is less than $50,000 is eligible. The 
limit shall not be less than 125% of 
the monthly average of accounts re- 
ceivable during the 12 months pre- 
ceding the effective month of the 
policy. 

An endorsement has been prescribed 
for attachment to a valuable papers 
and records policy issued to libraries 
which will exclude loss: caused by 
failure of borrowers or renters of 
books or other valuable papers or 
records to return them. It has never . 
been the intent of this policy, the 
bureau points out, to cover such “trade 
losses” and the purpose of the en- 
dorsement is to clarify this point. 

The above items are expected to be 
available Nov. 18, but the companies 
will make their own announcements. 


Tex. Agents Slate 14 
Meetings On Auto Plan 


Texas Assn. of Insurance Agents 
has scheduled 14 regional meetings on 
the new safe driver auto insurance plan 
which goes into effect Jan. 1. 

The panel of agents which will talk 
at the 14 cities in two units from Nov. 
2 through Nov. 6 includes Henry D. 
Mason, Wichita Falls, president of the 
state association; Worley Jones, Fort 
Worth, vice-president; D. L. Anderson, 
Houston; John Barnard, Wichita Falls; 
J. L. Curl, Temple; Carl H. Hunt, Dal- 
las, and Robert W. Spurck Jr., Fort 
Worth. 

The meetings will be at Longview, 
Mineral Wells and Corsicana on Nov. 
2; Port Arthur, Sherman and Wichita 
Falls Nov. 3; Amarillo, San Marcos and 
Corpus Christi Nov. 4; Lubbock, Wes- 
laco and Odessa Nov. 5, and El Paso 
and San Angelo Nov. 6. 


Mellen Goes To Nationwide Corp. 

John E. Mellen has been appointed 
to an executive position with Nation- 
wide Corp., the holding company affili- 
ated with Nationwide Mutual. For 
three years Mr. Mellen has been man- 
ager of Nationwide’s Carolina region, 
which encompasses both the Carolinas 
and Florida. He has been with the 
company for 20 years. 

Mutual Insurance Rating Bureau 
has increased private passenger car 
BI and PDL rates 10.5%, commercial 
cars 8.4% and division 1 garage risks 
12.9% in Mississippi. 
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HeNATIONAL UNDERWRITER 


NAMIC Elects FunderBurk President; Adopts Modernized By-Laws 


ance Council of Editors, Mutual Loss 
Research Bureau, National Federation 
of Grange Mutual Insurance Com- 
panies, Transportation Insurance Rat- 
ing Bureau, and the Ladies Auxiliary 
of NAMIC. 


Elect New Officers 


New officers elected at the meet- 
ings of the conference sections were: 

City Fire Conference—Howard H. 
Uphaus, Citizens Mutual Fire of Rich- 
mond, Ind., chairman, succeeding 
Walter L. Smith Jr. of Philadelphia. 

Crop Hail Conference—Van Scherm- 
erhorn, Indiana Mutual Hail, chair- 
man, succeeding Albert Rutledge, 
Farmers Mutual Hail of Des Moines. 

Farm Fire Conference—Chester 
Herder, Farmers Reliance of Trenton, 
chairman, succeeding Raymond P. 
Spang, Countrymen’s Mutual of Leb- 
anon, Pa. 

Farm Windstorm Conference—W. 
M. Treimer, Iowa Mutual Tornado of 
Des Moines, chairman, succeeding 
Frank P. Blakemore, Farmers Mutual 
Windstorm of Columbia, Mo. 

Casualty Conference—D. W. Mont- 
gomery, Celina Mutual, president, suc- 
ceeding A. A. Alderfer, Harleysville 


Mrs. C. B. Fun- 
derBurk, and C. B. 
FunderBurk, the 
new president of 
National Assn. of 
Mutual Insurance 
Companies, at the 
annual meeting of 
NAMIC in Dallas 
with S. N. Ekdahl, 
Svea Mutual Fire 
of Travis County, 
Tex. 





John Arnold, American Manufactur- 


Companies at Dallas. 


W. L. Kirkpa- 
trick and Floyd 
Miller of State 
Farm Mutual Tor- 
nado & Windstorm 
of Missouri with 
J. V. Minor of 
Farmers Mutual 
Fire & Lightning 
of Missouri at the 
NAMIC meeting. 


(CONTINUED FROM PAGE 2) 
Mutual Casualty. This organization 
also has a vice-president and secre- 
tary. E. L. Brandt, Auto-Owners, is 





a 


Paul E. Buehler D. W. Montgomery 


the new vice-president, but no sec- 
retary was elected. Paul E. Buehler, 
Beacon Mutual Indemnity of Colum- 
bus, who has had this job since the 
casualty conference was started, re- 
signed, but agreed to stay on until a 
successor is found. 

Mr. Buehler is individually chiefly 
responsible for the remarkable suc- 
cess of the casualty conference. The 
group has segments of its own for 
underwriting, claims, office proce- 
dures, management, etc., and in the 





J. Wilbur Freyman, Baltimore Equit- 
ers Mutual, and Minott Rowe, Wor- able, and Chase M. Smith, American 
cester Mutual Fire, at the meeting of Manufacturers Mutual, at the Century 
National Assn. of Mutual Insurance Club breakfast. Mr. Freyman repre- 
sented the oldest company attending; 


his was founded in 1794. 








early days Mr. Buehler almost single- 
handed got out the announcements, 
made sure of the reservations, rounded 
up speakers and prodded the compa- 
nies into sending representatives. 
Today all of these meetings are well 
attended and the casualty conference 
is the most active and largest of any 
unit of NAMIC. 


Program Includes 65 Speakers 


The printed program listed 65 
speakers at the meetings of NAMIC 
and its conferences. All of the sessions 
were well attended. The bulk of the 
membership consists of small mutuals, 
and the annual meeting of their con- 
ference and the parent organization 
is nearly the only intercourse most 
members have with other companies, 
except where there are state associa- 
tions of mutual companies. 

The mutual men in their panel dis- 
cussions are exceedingly candid. They 
trade information openly on all as- 
pects of underwriting, claims and 
business production. Discussions at 
the various conference meetings con- 
sequently are of value because any 
company wanting to learn something 
or get advice is able to do so from a 
variety of sources. 

Resolutions adopted in the closing 
session promised support to the Na- 
tional Fire Protection Assn’s. proposed 
year-round engineering service to 
prevent farm fires, and offered con- 
tinued support of NAMIC to the Mu- 
tual Insurance Committee on Federal 
Taxation, which was described as by 
itself worth the annual dues to NAM- 
a. 

The general sessions were held in the 


Leaders of NA- 
MIC—W. T. James 
Jr., Northern Neck 
Mutual Fire of 
Irvington, Va., 
newly elected vice- 
president; Harry 
P. Cooper Jr., per- 
manent secretary 
at the headquar- 
ters in Indianapo- 
lis, and Gary H. 
Kamper, Badger 
Mutual of Milwau- 
kee, the new presi- 
dent-elect, who 
will take over as 
president in 1961, 


W. Bruce Adams, Fitchburg Mutual Fire, Fitchburg, Mass.; J. D. Cox J. 
Berkshire Mutual Fire; Paul W. Franklin, New London County Mutual #] 
Norwich, Conn.; Edward C. Nichols, Merrimac Mutual Fire, and Albert ¢ 
Hawes, Cincinnati Equitable, all members of the Century Club, at the meetii 
of that organization at Dallas. 
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mornings and in the afternoons thp 
were meetings of the various confp 
ences and allied groups. The morn) 
sessions started late to allow for » 
cial breakfasts among which were 4 
national affairs committee, past pre 
dents, the nominating committee, 
Century Club, etc. 

On the first day the Advertisip, 
Sales Conference sponsored a lung, 
eon which was addressed by Robp 
Peterson, New York manage 
consultant. H. E. Hudelspn, 
Owners Mutual of Des Moines, wa 
chairman of this affair. 

At the national affairs luncheon thy 
speaker was C. D. Johnston, past pre 
ident U. S. Chamber of Comm 
whose talk was entitled “The Priced 
Liberty.” 


=f 





One of the regular social featun ine 
of the mutual meeting is the Centyy = 
Club breakfast. Membership in gg 
informal organization is confined ; (17 
companies that have been in busin - 
for 100 years or more, and within J. | 
NAMIC ranks there are more t ~ 
100 of these. 7 
Kennicott Presides list 


H. L. Kennicott, American Many ( 
facturers Mutual, one of the beg 
known men in the mutual insurang 
business, presided. He restricted th 
speaking part of the program to 
minimum. Those attending introducc# 1 


themselves and qualified their a§ ple 
tendance by giving the age of theif fo! 
companies. The oldest attending com§ Mr 
pany was’7 Baltimore Equitabk§ dic 
founder in 1794. wi 

Mr. Kennicott received hearty apg be 
proval of his idea of writing som@ th 
kind of a book of the Century Clif | 
which he noted would be appropriat§ pr 


at about this time because NAMI@ in 
has about 100 century companies. Thi 























XU 





yer 23, 195 








NOONS the, 
lOUS Confe 
‘he mornj 
OW for gy 
ch Were th 
| Past preg 
mittee, 4, 





A dvertisip 
da lung 
by Robey 
nanage pr 
elson, Mi 
foines, y 


Incheon 
, Past pre 
Commeny 
‘he Price , 


ial feature 
he Cen 1 
lip in hi 
onfined 4 
in busines 
within th 
more the 


can Man 
the Deg 
l insuran 
tricted th 
gram to ; 
introdu e 
their a 
se of thei 
iding com 
Equitabk 


hearty ap 
iting som 
tury Clu 
4ppropriats 
se NAMI( 


danies. Th 



















































October 23, 1959 


pook, to be put together by Mr. Kenni- 
cott, would review each of these com- 

ies briefly beginning with the Phil- 
adelphia Contributionship (founded 
1752) as a tribute to the age, stability 
and integrity of mutual insurance. 

Mutual Insurance Council of Edi- 
tors had its fourth annual meeting in 
Dallas and elected James A. Vickery, 
jowa Mutual Tornado as president; 
Addie P. Embree, American Mutual 
Liability, 1st vice-president; Roscoe 
creed, MFA Mutual, 2nd vice-presi- 
dent; Robert L. Benjamin, Indiana 
Farmers Mutual, _ secretary, and 
Jeanne Chanaud, NAMIC, treasurer. 

Walter G. Beach, Humble Oil, gave 
qa talk on “Making Your Company 
Publications More Effective.” 

Winners of the 1959 evaluations 
program of publications were pre- 
sented certificates by George Chris- 
tensen, the winners being: Class A 
(17 pages and more) Journal of Amer- 
jean Insurance, edited by Frederick 
J. Keilholz and published by Ameri- 
can Mutual Insurance Alliance. 

Class B (5-16 pages) AM, edited 
by Miss Addie P. Embree and pub- 
lished by American Mutual Liability. 

Class C (1-4 pages) The Wind- 
preak, edited by James A. Vickery and 
published by Iowa Mutual Tornado. 


Symons Wins Rutledge Award 


Robert L. Symons received first 
place in the nationwide competition 
for the annual W. A. Rutledge award. 
Mr. Symons, claims manager of In- 
diana Farmers Mutual, read his prize 
winning thesis, “Let’s Adjust Losses,” 
before the second general session of 
the NAMIC convention. 

The Rutledge award is designed to 
promote and develop good management 
in the farm mutual insurance field 
and consists of a bronze plaque, a 
check for $300, and two additional cash 
prizes. The awards were established 
by Farmers Mutual Hail of Des Moines 
and NAMIC in honor of the late W. 
A. Rutledge, founder of both organi- 
zations. 

“Forgotten Men of Farm Mutual In- 
surance” was the title of the thesis 
which placed second. It was written 
by R. Z. Cason, secretary Farmers Mu- 
tual of Macon, Mo., who received a 
check for $150. The third prize of $50 
Was presented to Richard K. Welch, 
field representative Mutual Reinsur- 
ance Bureau, Belvidere, IIl., whose 
thesis was entitled “Invest for Con- 
tinued Mutual Success.” 

To be eligible for the award, entrants 
had to attend the School of Mutual 
Insurance Company Management at 
Purdue University last June. The en- 
frants submitted a thesis on a par- 
ticular phase of farm mutual insur- 
ance in which they were particularly 
interested. 

The judges this year were Dr. J. H. 

m, Purdue University; Ralph 
R. Botts, U. S. Department of Agri- 
culture; Earl L. Cooper, Indiana Farm- 
ets Mutual; L. F. Roherty, Rural Mu- 
tuals of Wisconsin, and George F. 
e, Farmers Mutual Hail of Des 

es. 


Fire Safety Winners 


Hazel Mae McCuaig, New Boston, 
+ and Duncan M. Rabourn of 

a, Mich., were first place win- 

nets in the boys and girls divisions of 
the 1959 national youth farm fire safe- 
ty project sponsored by National Assn. 
of Mutual Insurance Companies. At 
the opening general session of NAMIC 
annual convention, each was presented 
with a check for $100 and the Harry 
: per Sr. memorial award plaque 
for “meritorious work in the field of 
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Raymond P. Spang, 
Mutual of Lebanon, Pa., with A. A. 
Alderfer, Harleysville Mutual Casualty, 
in front of the exhibit of Harleysville 
Mutual at the NAMIC meeting. 


Countrymen’s 


farm fire safety,” and each received 
an all-expense paid trip to Dallas. 

Second place awards of $50 and 
plaques went to Martha McCrory, 
Glenwood, Minn., and Roger D. Moan, 
Baltic, S.D. 

Judging is based upon the number 
of fire hazards found and corrected 
during the inspection of farm proper- 
ties. Judges in the 1959 contest were 
James Messerschmitt, National Safety 
Council; Dale K. Auck, Federation of 
Mutual Fire Insurance Companies; 
and Leon McNair, National Commit- 
tee on Boys & Girls Club Work Inc., 
all of Chicago. 

The mutuals received a_ glowing 
tribute in the address of Sen. Charles 
Herring of the Texas legislature, who 
was in charge of the insurance in- 
vestigating committee of the legisla- 
ture, and in that capacity received 
many complaints about insurers, but 
in all the time the committee func- 
tioned, he said, not one complaint was 
registered against a mutual. 

The Texas legislature, Sen. Herring 
said, is comprised of varied interests 
and people from all occupations, and 
they agree on only two things—pride 
in the state of Texas and satisfaction 
with mutual insurance. 

The legislators of Texas look on the 
officers of mutual companies as solid, 
substantial citizens whose advice is 
valuable, Sen. Herring went on. 
“Those who know you respect you,” 
he told the NAMIC members, adding: 
“Your challenge is to get more people 
to know you.” 


Greater Acceptance Than Ever 


He said insurance has a greater ac- 
ceptance today than ever, and the 
mutuals as the oldest and most re- 
spected segment of the business have 
an unlimited future. The background 
of mutual insurance, he added, is as 
inspiring a symbol of integrity as any 
that could be devised. 

An intense scramble for top exec- 
utive talent will be one of the major 
features of the “Stimulating Sixties,” 
Dr. Robert M. Wald of George Fry & 
Associates, management consultants, 
Los Angeles, said in his address before 
NAMIC. He asserted that in the next 
decade “it will become more apparent 
than ever the price to a company of 
poor executive leadership may well 
be the business itself.” Under such 
circumstances, he observed, “the best 
will be none too good, and the com- 
petition for the best will be excessive.” 

The search for top-level executives 
will be amplified by a change in con- 
cept of management’s responsibilities 
and obligations, he said, offering the 
opinion that the significant task con- 
fronting management is that of estab- 
lishing a firm basis for effective team- 
work and cooperation. 

NAMIC directors are J. D. Fletcher, 
Northwestern Mutual, to fill an unex- 





pired term, and W. E. Anderson, 
North Star Mutual of Cottonwood, 
Minn.; Richard T. Bloom, Orleans 
County Farmers Mutual of Albion, 
N. Y.; Frank P. Blakemore, Farmers 
Mutual Windstorm, Columbia, Mo., 
and Herbert L. Lubs, American Mu- 
tual of Charleston, S.C., for terms ex- 
piring in 1962. 

Mr. FunderBurk since 1933 has been 
treasurer of the Cotton Producers 
Assn. with headquarters at Atlanta. 
He is president of Cotton States Mu- 
tual, and Cotton States Life & Health. 
He was appointed in 1955 as acting 
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chief of the Federal Crop Insurance 
Corp., the second insurance man to 
serve with FCIC. After he secured a 
manager for FCIC he became a mem- 
ber of the board, and still holds that 
office. 

The Crop Hail Conference at its first 
session delved into ways of obtaining 
business. Albert Rutledge of Farmers 
Mutual Hail of Des Moines, chairman, 
presided, and Glenn Gharrett of that 
company moderated a panel which 
included J. E. Rutledge of Waseca 
Mutual Hail; John Douglas of Indiana 

(CONTINUED ON PAGE 37) 





One of a series of great mutual efforts: 


to mutual advantage. 
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It’s elementary that Sherlock Holmes and Dr. Watson kept coming 


of a strong mutual and the greater 


service of a local agent. It works— 


= NORTHWESTERN 


(Northwestern, 
that is) 


up with the right solution—they had a mutual effort. It still works. 
An agency agreement with Northwestern Mutual helps solve sales 


problems—lets you offer both the lower cost 


Northwestern 

is a 100% agency 
mutual. Write 
for details of 
how this works 
for you. 
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Editorial Comment 


The Pied Piper? 


The trend in American business has 
turned from decentralization to recen- 
tralization. Dun’s Review and Mod- 
ern Industry, published by Dun & 
Bradstreet, report that dozens of con- 
cerns, from giants like Olin Mathieson 
Chemical Corp. to smaller companies, 
are busily tightening up their organi- 
zational systems. The electronic com- 
puter is a key factor in these moves. 
Insurers which have installed these 
computers may not have grasped the 
full impact of their shiny new pur- 
chases on future operations and on 
personnel at many levels. 

Dun’s Review notes that competition 
and the increased complexity of op- 
erations are forcing business in general 
to put more and more emphasis on 
long range planning, product develop- 
ment and research. As a result, new 
staff groups are arising to take their 
place at the right hand of top manage- 
ment. These groups collect information 
and make suggestions for the company 
as a whole. Inevitably, they end up 
doing much of the planning for—and in 
effect, clipping the wings of—nominal- 
ly autonomous divisions. 

One of the best examples is the op- 
erations research team which in 
many areas of business not only ad- 
vises but actually directs divisions and 
departments in vital matters such as 
marketing and costs. While this aids 
division managers in performing their 
duties, it also cuts down their area of 
responsibility and chops the ground 
right out from under some of their 
subordinates who used to enjoy wider 
functions before home office opera- 
tions researchers entered the picture. 

No exact analogy between the ma- 
neuvers of these companies—mainly 
manufacturers—and the planning of 
insurers can be drawn. But there is 
sufficient similarity in their opera- 
tions to warrant closer insurer atten- 
tion to general corporate changes— 
particularly in marketing. The much 
discussed need for insurers to serve 
the mass market for personal lines puts 
this point in focus. Already, direct bill- 
ing and continuous policies in connec- 
tion with automobile business have 
touched off recentralization in the 


business. This may be only the begin- 
ning. 

Many giant companies—Socony Mo- 
bil, International Nickel, American 
Brake Shoe, Elgin Watch, to name a 
few—are reportedly bringing market- 
ing back to the headquarters level. 


One device that makes this easier is 
the electronic computer. Until recent- 
ly most computers handled little 
more than company payroll and occa- 
sional sales or production calculations. 


Now they are beginning to take over 
the accounting of all company produc- 
tion, sales and cost figures in general 
areas of business. Computers are al- 
ready being used to program produc- 
tion in some plants. In about 15 years, 
researchers expect to produce a com- 
puter “bright enough” to take over 
many of the routine decisions that 
comprise the work of platoons of lower 
level managers. 


As noted, some insurers are also 
the proud owners of computers. The 
executives of these companies no doubt 
are largely aware of their mechanical 
potentialities. Are these executives 
also aware that the computer, among 
its other talents, may be able to pipe 
a tune which will lead many presently 
decentralized functions and the people 
involved in a march back to the home 
office? —J.N.C. 





Personals 


E. A. Roemer of Pacific, Mo., re- 
tired field man and local agent, and 
Mrs. Roemer will celebrate their 60th 
wedding anniversary Oct. 31. Mr. Roe- 
mer traveled the Missouri field for 
Royal, Atlas, and Western of Fort 
Scott before he retired. He also repre- 
sented several companies as a local 
agent at Pacific for more than 50 years. 


Stewart Proctor of the Rixey agen- 
cy, Cincinnati, was prominently fea- 
tured in the pictorial section of the 
Cincinnati Enquirer Sunday edition. 
Mr. Proctor was shown with Mrs. 
Proctor and their three small sons 
preparing to take off in a small plane 


piloted by Mr. Proctor. An avid ama- 
teur pilot, Mr. Proctor is active in in- 
surance education also, through Cin- 
cinnati Underwriters Assn. and the 
Cincinnati chapter of CPCU. 


Commissioner Alden C. Palmer of 
Indiana and Mrs. Palmer were in- 
jured in a head-on automobile colli- 
sion near Dixon, IIl., on Oct. 12. Mr. 
Palmer suffered multiple face and 
scalp lacerations requiring a reported 
100 stitches but was not listed as crit- 
ical. 

Mrs. Palmer suffered a broken nose 
and elbow, the latter requiring sur- 
gery. Both were treated at the hospi- 
tal in Dixon. 


Deaths 


J. STANLEY LONG, 71, former 
president of the Long & Curry agency 
at Washington, D. C., from its organi- 
zation in 1932 till he retired in 1953, 
and previously with the District Agen- 
cy Co., died there. 





JOHN L. GAY, 94, local agent at 
Berea, Ky., for 50 years and the city’s 
first and only mayor until he retired 
in 1958, died at a hospital in Lexing- 
ton. He started in the insurance busi- 
ness in 1907. He retired in 1958, at 
which time the U. S. Conference of 
Mayors called his long tenure as 
Mayor of Berea “an unmatched record 
of municipal public service.” In 1942, 
Berea College gave him a citation for 
his help to the college and the com- 
munity. 


WILLIAM A. STILZ SR., 72, local 
agent of Louisville, died. He had 
been in the business for 30 years. His 
son, W. A. Stilz Jr., was associated 
with him in the agency. 


CLAYTON C. GILLILAND, 65, the 
private detective who organized the 
opposition to collection of assessments 
arising from the failure of Lapeer 
Farmers Mutual Fire of Lapeer, Mich., 
died at Highland Park. His stormy 
career as the aggressive spokesman 
for a hard corps of members who re- 
fused to pay the small assessment 
was climaxed by his sentence to pri- 
son in 1953 when he was convicted of 
conspiracy to obstruct justice. Earlier 
he had served brief terms in jail for 
contempt because of his conduct dur- 
ing some of the innumerable court 
actions which marked the long fight 
after the mutual went into receiver- 
ship in the early 1930s. 

Coincidental with the death of Mr. 
Gilliland was the notice that Walter 
O. Estes, Lansing attorney, was denied 
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his appeal of a year’s suspension fron 
the Michigan bar. Mr. Estes repre. 
sented some of the Lapeer Farme, 
Mutual policyholders in the legal by. 
tles inspired largely by Mr. Gillilang 
Many aspects of thise case went { 
the state supreme court without a 
single success, and it was on the basi: 
of alleged criticism of a circuit coy, 
judge by Mr. Estes that action wa 
taken against him resulting in a gy 
pension order by a panel of three visit, 
ing judges. r 

During the height of the batt, 
against the nominal assessments, sey. 
eral Michigan farmers forfeited theyd 
property on lien rather than pay. Oy 
woman was forcibly evicted from he 
land after it had been sold to meet; 
lien, and two brothers erected a log 
fort on their farm which became head. 
quarters of the assessment non-pay. 
ers and was a tourist attraction. 


CECIL READ, 63, former vice-preg- 
dent of Marsh & McLennan at 
Paul, died after a long illness. Fy 


many years he was with the Weed } | 


Parker agency which was _ purchase 
by Marsh & McLennan in 1947. 
Read continued with the new agency 
until he retired in 1956. : 


JOSEPH B. BERNARD Sr., loca 
agent i+ Lenoir, N.C., died there. 


JAMES E. BAUM, 71, retired de 
puty manager of American Banker 
Assn. in charge of the insurance and 
protective division, died in New York 
where he lived. He retired in 1955. He 
joined the association in 1924. After 
attending Wharton school, he workej 
as traveling auditor and was with 
International Chamber of Commerc 
and National Retail Dry Goods Assn. 


HALBERT T. JACOBS, 44, agent 
and adjuster for Wolverine of Battle 
Creek and the southwestern Michigan 
territory, died of a heart attack. He 
had been with the company sinc 
1952 and before that was with the 
Detroit Auto Inter-Insurance_ Ex- 
change. 


CLARENCE J. SCHWIND, 69, head 
of the claims department of the Twen- 
hoefel agency of Belleville, IIl., died 
of a heart ailment. 


KENNETH S. MARTIN, 50, agent 
of Grants Pass, Ore., died while ona 
hunting trip. He was recently elected 
executive committee chairman of Ore- 
gon Assn. of Insurance Agents. 


ARTHUR DENGLER, 73, treasure? 
and director of Minnesota Commercial 
Men’s Assn. for 28 years, died at Min- 
neapolis. 


LLOYD S. WALLACE Sr., 85, re 
tired Wisconsin state agent of Niagara 
Fire, died at his home in Phoenix. He 
was reportedly the last surviving mem 
ber of the group of field men who i 
1906 at Green Lake, Wis., formed Hom 
orable Order of Blue Goose as a joke t 
liven up the proceedings of the field 
men’s meeting. Blue Goose today is the 
only fraternal organization in the fite 
insurance business. : 

Mr. Wallace was in the Wisconsi 
field for Niegara from 1905 to 19M 
when he retired. He made his last visit 
to Milwaukee in 1956 in connection 
with the 50th anniversary of Blue 
Goose. 





The Nashville agency of Davis & 
Corson has changed its name to Davis 
Corson & Armistead. The change ff 
flects increased responsibility of 
Hunter Armistead in the operations 
He joined the agency in 1953 as# 
partner and became a managing pale 
ner in 1957. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, October 20, 1959 

















Bid Asked 
$ $ 
Aetna RIES « cscussesiuiscbsinencsccoveet 170 175 
Aetna Fire ...-....---+ 6114 63 
Aetna Life asesenees 225 230 
American ATIRRIOND sncesececcsensececesce 39 42 
American (N. J.) sss 2434 2534 
American Motorists ... 19% 21 
American Surety 1934 21 
BOSOM oose coeesssessesseeeesneeneenenns 31 32 
Continental Casualty ........... 125% 128 
Crum & Forster... 6512 67 
Federal .....--.- sskesadeiasniesastesiovnansyestinah 58 60 
Fireman’s Fund ..... emi | 56 
General Re .-.....--ssccsssesssesssessneeesees 8214 85 
Glens Falls. ............+ a 2% 30 
Great American ...... an 57 581 
Harthord Fire .....csssssscsssssscssssscssseees 173 176 
Hanover Fire .. wee 8I% 3812 
TEM GE BUS . censscnvscsssssvsssscsnscsnseanecs 48 49% 
Ins. Co, of No. America ... eee: 118 
Jersey IMs. ......-.sessesseseesseeees 30% 32% 
Maryland Casualty 32 33% 
Mass. Bonding . a 35 
National Fire ........ -- 190 133 
ME TINIAORY sons ccscsncscensccesscseneseeece 34 35 
New Amsterdam Cae. ........... wu «42% 44 
New Hampshire ...............cc:cccsssseees 43 45 
North River .......... 35 37 
Ohio Casualty _...... 301% 32 
Phoenix, Conn. ...... ne oan 73 
RII, cxcescscissresstenocsessuseccoensesese 18 19% 
Reins. Corp. of N. Y. once 19% 20 
I tds accecsessecvenecessesesececse a 46 
St. Paul F. & M. ....... 52 54 
Springfield F. & M. .. 291% 30% 
Standard Accident .... 53 55 
Travelers  ..sesecseseoe 81% 83 
U.S. F. & G.. ic a 33 
tik sossctnicscnnstnsceninsostcideeten 27 28 
Morgan Smith Is Elected 


V-P Of Church Fire Of N. Y. 


Morgan C. Smith has been elected 
vice-president of Church Fire of New 
York, succeeding the late James H. 
Comley. 

Mr. Smith has been with Church 
Fire about three years as assistant to 
the president. Previously he was man- 
ager of the fire department of Con- 
tinental Casualty in New York. He 
started in insurance with Republic of 
Dallas in the east. He is a graduate 
of Hamilton College. 

Mrs. Smith is the daughter of 
Thomas J. Reidy, vice-president of 
Meeker-Magner agency of Chicago. 


Merit Rate In La.? 


It is reported that Louisiana is soon 
to have a merit rating plan on private 
passenger automobiles. Commissioner 
Hayes appears determined to institute 
a merit rating plan as soon as possible, 
and a meeting of representatives of 
rating bureaus and Mr. Hayes was 
scheduled in Baton Rouge this week to 
discuss the matter. 
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Zurich Offers Agents 
New Profit Sharing 


Paying Up To 25% 


Zurich is offering its agents a new 
multiple line profit sharing agreement. 
The agreement applies to all lines 
written by an agent for Zurich or 
American Guarantee except A&S 
lines written on a retrospective or 
premium adjustment basis, and rein- 
surance on fire business. It will re- 
place, as of Jan. 1, 1960, all contin- 
gent commission agreements now in 
effect. 

The profit sharing agreement en- 
ables the agent to receive on a sliding 
scale, up to 25% of the profits. This 
compares with 10% under the old style 
contingent arrangement. 

The indefinite period for which a 
large loss could be reflected in con- 
tingent commission calculations is 
eliminated. The new agreement pro- 
vides, in effect, a cut-off period of 
two years on the “loss carry forward.” 

Fred H. Oliver, assistant U. S. man- 
ager in charge of sales and marketing, 
said the new plan is a “natural out- 
growth of our program for ‘“Tomor- 
row’s Business Today.’ We tell.-our 
agents that we want business. Our 
new, forward-looking profit sharing 
agreement is our way of showing that 
we mean what we say.” 


Sayre & Toso Launches 


New Advertising Series 


Sayre & Toso-W. B. Brandt & 
Co. has launched a new trade jour- 
nal advertising series designed to 
furnish agents and brokers with in- 
formation on the company’s range of 
coverages, services and_ significant 
happenings. 

All ads in this series will carry the 
headline “YES!TERDAY AT S&T,” or 
in the case of the company’s two af- 
filiates, Holland-America and Mission 
“YES!TERDAY AT HOLLAND- 
AMERICA,” and “YES!TERDAY AT 
MISSION.” 

“We will be able to develop a fam- 
ily feeling for all our advertising,” said 
Sayre & Toso Vice-president L. J. 
Hoagland. “We believe this is espec- 
ially important now that our opera- 
tions have been expanded nationwide 
and our coverages substantially broad- 
ened.” 

The theme in the “YES!TERDAY” 
ads will accent the positive. Copy and 
art treatment will often be in news 
column style, sometimes dramatic, oc- 
casionally humorous, but always in- 
tended to be informative and helpful 
to producers, according to Mr. Hoag- 
land. 

In addition to these ads, “YES!- 
TERDAY” bulletins from S&T and its 
affiliates will carry the same headline. 
These mailers will be used to bring 
producers more-detailed information 
on policies, rate changes, timely sales 
tips, and other pertinent subjects. 

The campaign was prepared by the 
Wyman Co. advertising agency. 


One Year Wait To Cancel 
A&S Policies In Wis. 


Gov. Nelson of Wisconsin has signed 
a bill limiting companies to cancella- 
tion of A&S policies only once a year 
on anniversary renewal dates and then 
only after notice of 30 days. Previously, 
companies could terminate at any time 
with a five-day notice. The governor 
sponsored introduction of the bill. 


FAILURE 


To err is only human 
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TO INCLUDE 


.. . however, an error in important 


correspondence or specifications could be ruinous ... in 
terms of costly internal expense to correct the error, or a 
damage suit. The omission of vital information, a small 
spelling error can easily occur in any business or profes- 
sional situation, including insurance. The responsible pro- 
ducer starts with his own business, obtains the errors and 
omissions he needs as protection against mistakes by any- 
one in his organization. Next step is to profit by the 
experience; sell the great number of professional men in 
all fields who need this coverage. As to the best source for 
this, there’s never any question. He turns to — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd.+*Chicago 4*WAbash 2-4280 


116 John Street 


New York38 + WOrth 4-0745 














Parker ‘‘51"' Pen, 





as expressed 
through American 
craftsmanship 


THE PARKER “51” embodies outstanding 
craftsmanship . . . sustained over the years 
by a company devoted to high standards 

in every phase of the manufacture of 

its products. It is with a like steadfastness 

of purpose that the Berkshire has devoted its 
efforts to support the American Agency 
System . . . firmly believing that the 
insurance buyer can thus be best served. 


MUTUAL FIRE INSURANCE CO. 


Pittsfield, Massachusetts 


SERVING THROUGH LOCAL AGENTS SINCE 1835 
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Cites Improved Items In Tex. Regulation 


(CONTINUED FROM PAGE 13) 


any other state, he observed. 

—The policing of the conduct of 
agents has been improved, he added. 
A number of licenses were cancelled 
after public hearings, and many illegal 
practices by agents are a thing of the 
past. 

—The board has reviewed the com- 
petence and fitness of the manage- 
ment of insurance companies, “which 
has brought about the elimination of 
promotional, inept or dishonest man- 
agement in a number of instances, and 
has caused the departure of several 
unworthy individuals from the Texas 
insurance industry.” 

—With no increase in maintenance 
assessments or fees, the board has 
saved from its operating funds and 
deposited to the credit of the state 


building commission $1,750,000, the 
full amount authorized for a new in- 
surance building exclusively for the 
board of insurance, with approximate- 
ly 70,000 square feet. It should be 
completed and occupied in about 18 
months. 

—The board has made a compre- 
hensive revision of the rules and rates 
governing credit insurance, “eliminat- 
ing the use of this form of insurance 
as a cloak for usury,” and resulting in 
savings to Texas policyholders esti- 
mated at $8 million or more per year. 

—Mr. Jackson said the department 
has made “prompt rate revisions, either 
upward or downward, as the need in- 
dicated,” in fire and casualty. This 
year fire rates were reduced more 
than $6 million and automobile more 
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Fire Underwriters 


UAN Be 
 Soothsayers! 











There’s nothing supernatural about some underwriters 
consistently coming up with better loss ratios than others. 
Training and experience make a difference. But even 
more important is what they can see before 
making their prognostications. 

That’s why underwriters helped by the eyes of under- 
writing—SANBORN MAPS—have saved their companies 


millions of dollars during 


If you’re interested in the facts and figures that 


prove it, ask your nearest 











SANBORN MAP COMPANY 


HOME OFFICE: 629 FIFTH AVE., PELHAM, N. Y. 
NEW YORK: 85 JOHN ST. « 
SAN FRANCISCO: 530 WASHINGTON ST. 





the past few years. 


Sanborn office for details. 


CHICAGO: 220 S. STATE ST. 
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than $22 million. 

—The Texas safe driving automo- 
bile insurance plan, has just been 
promulgated, applying to all compa- 
nies and to all risks eligible under the 
family automobile policy. In effect this 
is a sub-classification plan, whereby 
premiums will be determined in ac- 
cordance with driving records, both as 
to accidents and moving traffic viola- 
tions during the past three years. This 
will result in a 20% reduction for 
about 17% of Texas drivers, said Mr. 
Jackson. Premiums will increase ac- 
cerding to driving records to 100% sur- 
charge. 

—The department is presently en- 
gaged in a study looking toward the 
promulgation of a complete and sys- 
tematic set of rules and regulations 
regarding mutual assessment compa- 
nies in the life and A&S field, of 
which there are 700 presently doing 
business in Texas. 


Ellis Pans Ostrich 
Stance of Business 


(CONTINUED FROM PAGE 21) 

go along from year to year, adding a 
few clients, servicing old customers, 
doing the same job they had been 
doing for years and living a comforta- 
ble life. In the old days, these agents 
helped to build companies into satis- 
fied giants. 

In days gone by, the agents’ only 
competitors were friendly rivals selling 
the same kind of insurance in the same 
kind of companies and taking care of 
the same type of customers. That era 
is dead, Mr. Ellis said. 


Steps Recommended 


Companies too are facing problems, 
he continued. They have been shaken 
to their roots and they too are in the 
period of transition from the “used-to- 
be world” to the realities of today. 
They are evaluating their operations 
and procedures. They are testing, ex- 
perimenting and checking every phase 
of their operations. It is inevitable that 
there will be differences of opinion in 
this period. Yet there can be no doubt, 
in his view, that companies believe 
that the agency system of marketing 
coverage is the best that has yet been 
devised, and that they will back up 
this belief. 

Mr. Ellis urged agents to use every 
competitive weapon now being pro- 
vided by their companies. He advo- 
cated adoption of time saving devices, 
streamlining of agency operations, and 
employment of younger personnel to 
add vitality to the agency and insure 
its perpetuation. 


Insurance, Industry, M.D.s 
And Labor To Be Heard On 


Industrial Loss Of Hearing 


A committee of expert consultants 
on problems of industrial noise and 
occupational loss of hearing, appointed 
by the chairman of the New York State 
Workmen’s Compensation Board, will 
hold a public hearing Nov. 10 at 
Vanderbilt Hall, New York University 
Law School, Washington Square 
South, New York City. 

In the morning, views of representa- 
tives of employes and the medical 
profession will be heard; in the after- 
noon views of employer groups and 
the insurance business. 

A number of points are to be dis- 
cussed. They include industrial noise 
levels which may cause occupational 
loss of hearing, frequencies to be used 
in measuring industrial hearing loss, 
and the level below which there is no 
hearing disability and the level above 
which the inability to hear shall be 






October 23, 1959 


considered total. 

Also, the use of monaural or bjp. 
aural methods of computing the per. 
centage loss of hearing, proper dedye.f. 
tions for presbycussis and other nop. 
industrial causes of hearing impaip. 
ment, the number of examinations§, 
needed to evaluate industrial hear} 
loss and the fairest method of deter. 
mining the loss from successive ey. 
aminations, and establishing the Most 
reliable and acceptable damage rig 
criteria and standards for measupe, 
ment and determination of occupa. 
tional loss of hearing. 
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When your client 
wants to know /[* 


ee Why ? 9” 





wo 
HEN YOU RECOMMEND an appraisal [cia 
to an industrial, commercial or Jip, 
institutional property client, give hima }j.o, 
copy of our brochure, “Appraisal Pro- hol 
cedure.” It will answer the many and . 
frequent questions about the need for §@” 
authoritative appraisals to establish in. tO 
surable values . . . assure compliance [icy 
with co-insurance clauses, provide proof pol 
of loss . . . keep valuations up to date files 
with current replacement costs. wii 
Many brokers and agents find “Ap- fin, 
praisal Procedure” very useful, also fj; 
our booklet, “What The Businessman [” 
Should Know About Fire Insurance” 9° 
(100 pages of valuable information). A #™ 
supply of both publications is yours [~~ 
without cost or obligation. Write - 


Dept. NU. 


THE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 

















HARACTER and repu- 
tation, tradition and 
precedent, strength 

and experience . . . these com- 

bined with a sympathetic un- 
derstanding of the accidental 
misfortunes of its members 
have caused many thousands of 
men in non-hazardous occupa- 
tions to select lowa STATE 

TRAVELERS for good, sound 
personal accident protection at 
modest cost. 





























MUTUAL ASSOCIATION 
Dutton STAHL, President 
DES MOINES 


FORMERLY IOWA STATE TRAVELING 
MENS ASSOCIATION 4 
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_jRennie Cites All Lines Selling Benefits 


(CONTINUED FROM PAGE 19) 
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1 hearing expense (bills over $300, for example), 
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er they would favor reducing their 
fire rates by accepting a $50 deduc- 
tible on losses caused by wind and 
hail, 54% said no; 19% yes, and 27% 
were uncertain. 

From this evidence Mr. Rennie con- 
cludes that insurers have an obliga- 
tio to make sure that the limits on 
policies are adequate to take care of 
virtually every insurable contingency 
hat might arise. They must also per- 
form a budgeting function so long as 
the administrative costs of claims 
andling do not become prohibitive 
relative to the benefits. 

Through research, Nationwide has 
tried to find out whether policyholders 
would rather deal with an agent spe- 
cializing in one or two lines or with 
the all lines agent. One survey was 
conducted among a sample of policy- 
holders in the Columbus, O., region, 
nd another among members of Na- 
tionwide’s advisory committee of pol- 
icyholders. Among the rank and file 
olicyholders in the Columbus area, 
ess than one in four preferred to deal 
with agents who specialized, one in 
hree preferred to deal with the all 
ines agent, and 44% had no prefer- 
ence. Among the advisory committee 
embers—presumably persons who 
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know more about insurance coverages 
—those who had no preference dropped 
to 23%, whereas those who preferred 
all lines agents rose to 46%. 

Obviously, there is no great policy- 
holder preference for the all lines 
agent, Mr. Rennie said. Nevertheless, 
the percentage of policyholders who 
prefer the specialist is probably not 
sufficient to slow down the trend to- 
ward all lines insurance. It seems 
clear that the future of one stop shop- 
ping will depend more upon the rela- 
tive costs of distribution under the 
various methods than upon policy- 
holder preferences, per se. 


Gain Further Evidence 


Further evidence on the attitude of 
policyholders toward one-stop shop- 
ping was gained when Nationwide 
asked them to indicate the number of 
agents from whom they have bought 
policies. One policyholder in three had 
purchased from one agent only; three 
out of five had bought from not more 
than two agents, and less than one in 
five had bought from more than three. 
Although the results might have been 
different for surveys of people who 
are not Nationwide policyholders, they 
do provide some evidence that the all 
lines producer has a significant poten- 
tial among the mass market, Mr. Ren- 
nie observed. 

He pointed out that property and 
casualty insurers are moving rapidly 
to acquire life affiliates. More than 
100 insurance organizations are writ- 


Offer Inland Marine 
Course At Los Angeles 


A basic inland marine course, begin- 
ning Oct. 27, will be offered by Marine 
Underwriters of Southern California. 
The course will be conducted by the 
Fireman’s Fund office, 3440 Wilshire 
Boulevard, Los Angeles. 





Deviations In N.C. 


Commissioner Gold of North Caro- 
lina has approved deviations for Safe- 
co, 10% on auto PHD and liability; 
Harleysville Mutual Casualty, 15% on 
auto PHD, and State Farm F.&C., 15% 
on homeowners. 

He also approved a 10% reduction 
in physicians and surgeons liability 
rates for St. Paul F.&M. and St. Paul 
Mercury. St. Paul made an independent 
filing for this line. 

He rejected requests by Auto-Own- 
ers for a 15% deviation on fire and 
allied lines and homeowners, and by 
Harleysville Mutual Casualty for 5% 
on auto liability. Both cases were 
reheard. He said the companies pro- 
duced no new evidence. He said Auto- 
Owners has not had favorable under- 
writing experience on the lines for 
which it requested deviations. He 
noted this is one of the standards he 
had held previously should be met in 
the approval of a deviation. He said 
there is nothing to prohibit the com- 
pany, as a mutual, from returning 
savings to its policyholders in the form 
of dividends if its operations in North 
Carolina do show underwriting gains 
in the future. 


Elected To Kemper Junior Board 

Joseph F. Fiedoral Jr. and George 
H. Tinker have been elected to 3-year 
terms on the Kemper junior board. 
Mr. Fiedoral is a coordinator in the 
procedures department and Mr. Tinker 
is a member of the underwriting ex- 
ecutive department staff. 


ing all major lines and generating at 
least 20% of the total premiums in life, 
property and casualty insurance. One 
of the reasons for this trend is the 
need to generate sufficient income at 
the producer level to recruit and hold 
an adequate agency force. 

The future age composition of the 
population will make this job a chal- 
lenging one for all insurers. Whereas 
the total population will increase by 
almost 20% by 1970, the younger 
adult male population between the 
ages of 25 and 45, from whom the 
business must recruit most of its new 
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agents, is expected to rise by only 3%. 
Obviously, productive manpower will 
be at a tremendous premium in the fu- 
ture. 

The only feasible way to match the 
income opportunities offered by other 
industries is for insurers to provide 
agents with an all lines insurance 
portfolio which will meet the security 
needs of the average family. The mer- 
ger of life and property-casualty lines 
will bring many problems. But Mr. 
Rennie is sure that it can also bring 
a clear breakthrough to new levels 
of well being for policyholders. 
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Frank Lang Peers Into The Future 


(CONTINUED FROM PAGE 10) 


developments the business is likely to 
see in the next decade: 


1. More aggressive merchandising 
and fiercer competition in all markets. 

2. Acceptance of an increased level 
of losses. 

3. Innovation in policy coverages, 
particularly packages including all 
lines. 

4. Growth of one-stop selling for 
personal lines. 

5. Streamlining of processing (in- 
cluding automation) in home and 
branch offices. 

6. Recognition of management 
planning as an essential function. 

7. Development of marketing as an 
over-all concept. 

8. Greater division between the 
commercial and the personal insur- 
ance market. 

9. Increasing application of deduc- 
tible coverages. 

10. Greater recognition of creative 
talent. 

11. Greater application of research 
to all phases of the business. 

12. Innovations in distribution chan- 
nels. 

13. Wider application of time-pay- 
ment plans; further growth of the all 
risk concept. 

14. Emphasis on talent with man- 
agerial know-how. 

15. More extensive training in tech- 


nical insurance, general and_ sales 
management, both in the home office 
and in the field. 

16. More intensified survey selling. 

17. Growth of branch offices under- 
writing “on the spot.” 

18. Spread of merit rating plans. 

19. Gradual disappearance of one- 
line companies. 

20. Elimination 
business. 


Sees Additional Size Growth 


of accommodation 


These developments, he said, will 
mean an increasing growth in size 
among the major companies. They will 
mean a strain on financial resources 
for the weaker companies which are 
trying but are not quite able to provide 
competitive facilities. They will mean 
that an increasing number of fire- 
casualty insurers will purchase or 
organize life affiliates and conversely 
(provided legislation is changed) the 
acquisition or organization of fire and 
casualty insurance companies by life 
insurance companies, particularly 
those selling industrial life insurance. 

Mr. Lang asked the mutual execu- 
tives if they were “fully aware of 
what will happen if the mammoth 
weekly premium life companies enter 
the personal property and casualty 
business—as they are very likely to do 
—using their direct writing and door- 
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to-door debit salesmen to sell this 
coverage? These salesmen will not 
endanger the commercial accounts so 
much, but you are likely to lose a good 
part of your personal business, the 
backbone of the premium volume for 
many among you.” 

Companies financially able to do so 
will have to take the initiative and 
enlarge their markets and facilities, 
he said. Others will have to narrow 
their operations and become specialty 
companies or restrict their operation 
to limited territories where they can 
provide superior service while con- 
trolling expenses. 

There will be a growing number of 
affiliations, mergers, or purchases of 
other companies, he predicted. “You 
will see these moves stimulated by the 
desire to break into new markets, to 
strengthen executive staffs, to elimin- 
ate competition, to consolidate assets 
and capital, and to spread overhead 
over a larger premium volume.” 

Ralph J. Ladd, vice-president Mich- 
igan Mutual Liability, said he does not 
think the outlook is so dark as Mr. 
Lang had implied. The companies have 
made more progress than was indi- 
cated. “While our problems may have 
magnified, we have increased our 
capacity to cope with them,” he de- 
clared. 


Deplores Emphasis On Difficulties 


Mr. Ladd said he thinks there has 
been too much emphasis on the diffi- 
culties of the business. At top man- 
agement level it is repeated over and 
over, but there are a lot of people in 
the ranks who haven’t been exposed 
to all the gloomy talk, and they con- 
tinue to do their jobs day after day. 
Many agents have not heard they are 
in the midst of a crisis and go ahead 
adding new business. The companies 
that have taken the philosophy that 
the future isn’t insurmountable, he 
commented, have done as well as or 
perhaps better than those spending 
time wondering what move to make 
next. 

“Our basic problem isn’t lack of 
knowledge of our own shortcomings,” 
said Mr. Ladd. “Our problem is un- 
willingness to face up to our short- 
comings and take action.” 

Edward B. Collett, executive vice- 
president Millers Mutual Fire of Fort 
Worth, cautioned companies against 
taking so seriously Mr. Lang’s predic- 
tion of the gradual disappearance of 
one-line companies that they rush 
headlong into casualty, particularly 
auto. He suggested that attention first 
be given to upgrading the agency 
force. In the next 10 years, Mr. Collett 
stated, balances will be a vital item 
to watch. 


Need Higher Status 


Underwriters and field men should 
be given higher status, Mr. Collett 
added. Companies need to attract a 
corps of young men of talent who will 
become professionals in the business. 

He said he expects automation, or 
semi-automation, to come to nearly all 
companies. That will mean automatic 
renewals, which in turn means the 
agent has to understand that he will 
have to accept a lower commission. 

Mr. Collett indicated a strong affin- 
ity for deductibles as a means of keep- 
ing insurers out of the maintenance 
business. He advocated a full series of 
deductibles, with the premium for full 
coverage so high as practically to 
preclude it. 

D. F. Raihle, vice-president Amer- 
ican Hardware Mutual, opined that 
many companies are not doing as well 
as they should for lack of desire 
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throughout the organization. There 
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at hand, he said. fs 
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this session. He spoke of his company’s 
success in getting more from its em- 
ployes by having them understand 
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most companies than the executives of 
those companies could believe, Mr. 
# Mitchell declared. He urged other com- 
panies to try their younger men, to 
try new methods. Today’s problems 
won't be solved with yesterday’s an- 
swers—more people should be given a 
I chance to help, he said. 

‘) Ifa company’s personnel is oriented 
on what the company objectives are, 
what the problems are, then the em- 
ployes will have an understanding of 
why they are working and will be able 
to give an “amazing response” when 
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asked to help solve problems, Mr. 
Mitchell said. His company over a 
period of time had its employes analyze 
the “why” of the operations they were 
concerned with. Last July 1, Texas 
Employers discontinued completely 54 
home office operations. At the end of 
August the company had 72 fewer 
employes while it was handling a 14% 
increase in business for the year. By 
the end of the year it is expected 
there will be an additional 50 more 
employes off the payroll. If people 
know what they are supposed to be 
doing, Mr. Mitchell concluded, if they 
know the reason for their jobs and 
the framework within which it is con- 
ducted, a company can expect to 
achieve a huge increase in output. 








Mutual Hail; Dale Evans of Farmers 
Mutual Hail of Missouri, and Robert 
Frenk of Country Mutual. 

J. E. Rutledge handled sales meet- 
ings for agents, a method of stimulat- 
ing agents which his company for 
Tyears has considered essential. A trip 
for the agent to the home office city, 
or a visit of home office people to re- 
gions within the company operating 
territory provide a direct line of com- 
munication between producer and com- 
pany which his company feels is in- 
valuable, Mr. Rutledge explained. 





Weaknesses In System 


However, there are weaknesses in 
the system. In the past, Waseca Mu- 
tual Hail conducted its meetings for 
three or four hours after lunch, deal- 
ing mostly with techniques. The pro- 
gram was stereotyped, and the better 
informed agents quit attending. Last 
year this was changed to put empha- 
sis on the agent. The company adver- 
tising campaign in local farm papers 
was featured, and this was done in a 
shorter meeting of two hours, leaving 
time at the conclusion for personal 
conversations between the agents and 
the company men. Mr. Rutledge cred- 
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Three members of the Century Club 
of NAMIC—Chester Herder, Farmers 
Reliance of Trenton; Clifford Peterson, 
Guarantee Mutual of Worcester, Mass., 
and C, Lester Rue, Farmers Reliance. 
yorts for you! 
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Rowan F. Erb, 
Mutual Fire of 
Montgomery 
County, Md.; L. D. 
Engelbrecht, Mu- 
tual of Frederick 
County, Md.; H. L. 
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try County, at the 
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breakfast of 

et NAMIC. Mr. Ken- 


tieott presided and 


Yolunteered to write a book about the Century Club. 
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ited this change in format of the meet- 
ing and the ensuing advertising cam- 
paign in which about 20% of the 
agents participated with a good share 
of the reason for the fact that the 
company had a record year in 1958. 

Asked after his talk how many of 
the company’s agents attend sales 
meetings, Mr. Rutledge estimated 
about half. It was brought out that 
some companies have discontinued 
meetings of this kind because they 
felt the wrong agents were attending, 
not enough agents were attending, 
there was too much free loading, or 
there were not enough benefits to the 
company. Most of those participating 
in the meeting felt sales meetings 
are worthwhile. Farmers Mutual Hail 
of Des Moines has its field men hold 
sessions at their discretion, inviting 
10 to 15 agents from a small area to 
dinner and an informal conference. 
Asked if the field men are capable of 
handling the questions at such a ses- 
sion, Mr. Gharrett said if they can’t, 
they shouldn’t be field men. 


Favors Special Rewards 


Discussing sales incentives, Mr. 
Douglas indicated his support of spe- 
cial rewards as adding variety to the 
sales picture, offering recognition to 
agents, stimulating rivalry between 
competing agents that is a boon to 
sales, and providing a goal to spur 
the agent on. 

To the company planning a sales 
contest Mr. Douglas urged simplicity, 
so that standings don’t have to be 
computed by IBM machine. The goal 
should be within the reach of most 
agents, he added, or the average agent 
won’t participate, feeling that the 


known big producer will win automat- 
ically. The contest should be short, he 
added, and the company should have 
a definite reason for conducting it. 
Most companies, it was found on a 
show of hands, use some sort of bonus 





or incentive to help produce business, 
although some regard a bonus as part 
of the commission. The mention of 
prize catalogues which call for an ac- 
cumulation of points to win specified 
items brought forth considerable dis- 
cussion. One company feels this meth- 
od, which it has used since 1931, is 
its most successful sales stimulator. 

Mr. Evans, in his remarks on agent 
training, observed that the standards 
of the business have risen greatly over 
the years. Companies no longer can 
afford to appoint agents for the sake 
of putting another name on the hooks. 
The agency force has to be based on 
quality, and new agents should show 
a potential. 

Mr. Evans declared that he’ feels 
companies should beware of too much 
of the buddy approach when appoint- 
ing agents. If the new agent gets the 
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idea that the company representative 
will do the work and solve the prob- 
lems, no production can be expected 
from that agent. Spending too much 
time with agents is bad, Mr. Evans 
said. If the agent expects the company 
man on each call to sell the tough 
cases, all the company has is another 
name. 

The field representative setup of 
Country Mutual was described in de- 
tail by Mr. Frenk in his discussion of 
“Salesman’s Pay.” Country Mutual is 
one of the larger hail companies, and 
it has the advantage of full multiple 
line, including life. The elaborate or- 
ganization Mr. Frenk pictured of three 
grades of adjuster, etc., contrasts with 
the situation of most companies with- 
one or two field men, or part time 
field men who spend half of their time 
in the home office. 





IF IT’S HAZARDOUS OR 
UNUSUAL ... if it’s a risk 
that is difficult to place... 
look to Homer Bray Service, 
Inc. Here you'll find unbeat- 
able market facilities and 
maximum-strength coverages 
for almost every risk classi- 
fication. 

It’s no wonder that more 
and more producers are turn- 
ing to the ‘‘in depth”’ facilities 
of Homer Bray Service for 
profitable placement of every 
type of unusual risk . . . for 
more information, contact 
your Bray office today! -. 


CHICAGO 4, ILLINOIS 
208 South La Salle Street 














-_ 


REINSURANCE 





LONDON « 
VANCOUVER « 


PARIS ° 
MONTREAL ¢« 





Sree 


hs OFFICES LIMITED 5 


116 JOHN STREET, NEW YORK 38, N.Y. 


SAN FRANCISCO + 





A INTERMEDIARIES 


SYDNEY +¢ TORONTO 


MEXICO CHPY 








38 





Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—4® words per inch. Deadline 4 P.M. 
Friday ef week before publicatien in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 
in advance. 

THE NATIONAL UNDERWRITER— 

LIFE EDITION 





‘ S/S 








SALES REPRESENTATIVES 


Aviation specialty company needs aggressive 
producer to service and further develop aviation 
lines in Atlantic Coast and Southeastern United 
States area including Florida. Current pilot's 
license required. Aviation insurance and/or cas- 
ualty insurance experience essential. Attractive 
income proposition for right man. Submit de- 
tailed resume to Box K-20, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, il. 








SALES AND SERVICE REPRESENTATIVE 
FOR CENTURY OLD 
FIRE INSURANCE COMPANY 


Attractive incentive plan for Southwest area 
representative working out of Dallas. Only a 
limited number of selected agents in major 
cities. Write giving full information . . . present 
connection, age, education, experience, family, 
etc., to Box K-26, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, III. 








SPECIAL AGENT— WESTERN PENNA. 


CASUALTY OR MULTIPLE LINE MAN IS NEEDED 
TO TAKE OVER WELL ESTABLISHED AGENCY 
PLANT. APPLICANT WILL BE CONSIDERED ON 
EXPERIENCE AND POTENTIAL, ALTHOUGH 
EXPERIENCE NOT PRIME FACTOR. THIS OFFER 
1S UNUSUAL AND WELL WORTH INVESTI- 
GATING. OUR EMPLOYEES KNOW OF THIS 
ADVERTISEMENT. 


ADDRESS BOX K-28, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 
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Insurance Company and Agency ‘Purchases ne- 
gotiated. All replies kept in confidence. 
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4211 Chestnut Street 
Philadelphia 4, Pennsylvania 








INTERNATIONAL INSURANCE CONSULTING 
FIRM WISHES TO CONTACT RETIRED INSUR- 
ANCE EXECUTIVE RESIDING IN FLORIDA FOR 
REPRESENTATION IN THAT STATE. Address 
Box K-I1, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








OHIO SPECIAL AGENT 


Progressive mutual company with exp g Op- 
erations offers an excellent opportunity to an 
aggressive experienced special agent for fire 
and multiple fines. For further information 
please send complete resume in confidence to 
Mr. Clifford A. Peterson, President, Guarantee 
Mutual Insurance Co., 440 Lincoln St., Worcester, 
Mass. 
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AUTOMOBILE UNDERWRITER 


Expanding midwest Multiple Line 
Group needs experienced Automobile Under- 
writer to manage branch office in Kansas City, 
Missouri. General Liability and Fire experience 
desirable but not essential. Write Box K-22, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 
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CROP HAIL PRODUCER WANTED 


Excellent opportunity for experienced crop 
hail man as insurance company department 
head. Our employees know of this ad. Reply 
P. O. Box 12216, Fort Worth, Texas. 











AGENTS WANTED 


Insurer writing military overseas automo- 
bile insurance for all applicants, now seek- 
ing qualified agents. Write Box NY-14, c/o 
The National Underwriter Co., Adv. Dept., 
17 John St., New York 38, N. Y. 
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MeWilliams agreed with that writer 
in his contention that the business is 
only “going through a phase.” It has 
survived other phases and it will 
survive this one, the speaker said. 

The stakes today are high: a full 
share of the auto business or none 
at all. To wash out this line is to 
invite disaster—especially since storm 
signals are already up in other lines, 
Mr. McWilliams stated. 

Taking exception to Mr. Elliott’s 
remark, the speaker said he didn’t 
believe the American agency system 
was already out of the auto business. 
There have been, however, large in- 
roads made, as “agents are keenly 
aware.” The public is well-educated 
to the direct writers’ new forms of 
merchandising, but this is only in 
line with its demand for “discount 
houses on every corner.” 

The agency system’s answer must 
be to provide for the broad general 
public and not just selected groups. 
Economies must be made on the ex- 
pense side of the dollar so that the 
mass market can be successfully 
reached, he said. 


Merit Plans Not New 


Merit plans are not new. A num- 
ber of states had them as early as 
1939, but these were not successful 
for one reason or another, Mr. Mc- 
Williams noted. The Bureau deferred 
from utilizing this type of plan until 
comprehensive studies showed a de- 


finite correlation between the irre- 
sponsible driver and his accident 
potential. The plan is now being 


“field tested.” The Bureau believes 
in the plan but does not necessarily 
feel that it is the last word. 

Mr. McWilliams urged Nebraska 
agents to let the Bureau know what 
problems, if any, they have with the 
new plan. 

Speaking of insurance in general 
and auto business in particular, Di- 
rector Grubbs stated that various 
groups in Congress feel the industry 
is incompetent. These groups not only 
wish to solely regulate insurance; they 
also want to take over its function. 
The industry thus has the problem of 
remaining an item of free enterprise, 
he said. 


Industry Has Responsibility 


A great responsibility is placed 
upon those in the industry. Especially 
is this true for those in the auto busi- 
ness. They must be diligent and weed 
out unfair policies, clamp down on 
bad adjusting habits, and eliminate 
illegal agents, the director stated. 

Turning to the merit plan, Mr. 
Grubbs said he personally felt it was 
valid and socially useful; hence Neb- 
raska was one of the first states to 
approve it. However, there is no single 
answer to the auto insurance prob- 
lem, he said. Turmoil in a _ business 
may be a good sign. It may indicate 
growth, or challenge. In either case, 
it will certainly separate those who 
are capable from those who are not. 

Safety prevention, of course, is a 
big concern of the industry. Accord- 
ingly, Mr. Westwick’s remarks were of 
especial interest. Traffic accidents not 
only create a serious insurance prob- 
lem, he said—they are also a social 
problem which will take years to 
solve completely. 

Numerous and varied safety pro- 
grams have not yet proved success- 
ful, Mr. Westwick said. Agencies 
working on the problem do not fully 
understand it; the public is apathetic; 
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business interests occasionally exploit 
it for commercial gain, and govern- 


ment safety agencies are poorly 
manned or lack facilities. 
The problem’s solution entails 


spending a vast amount of money. 
It is a public problem calling for pub- 
lic funds, he said. Education is also 
essential. The insurance industry is 
best qualified to lead in this direc- 
tion because it is recognized as having 
the “know-how;” its advice is re- 
spected, and it is a political force. 

The IIHS is the first united in- 
surance industry effort to combat to- 
day’s “tremendous loss of lives and 
damage to property,’ Mr. Westwick 
said. The traffic toll can be cut in 
half (thus saving 20,000 lives each 
year), but miracles must not be ex- 
pected. It will be an effort to stay 
even with the problem; “tomorrow will 
be even tougher.” 


Recent Legislation 


Mr. Binning, in a discussion of re- 
cent legislation affecting the auto 
picture, said that 18 bills were passed 
in Nebraska at the last session. These 
mostly had to do with highway safety. 
The future may see legislation regard- 
ing safety belts, locked cars and com- 
pulsory physical examinations of 
commercial drivers, he said. New toll 
roads may be also the cause of new 
bills... He suggested that a series of 
safety films might help reduce traffic 
accidents. 

Mr. Binning sternly advised that 
enforcement doesn’t “just happen;” 
agents must help wherever and when- 
ever possible. All legislation is not 
dreamed up solely by the industry or 
congressmen. Agents must contact 
their local legislators and continue to 
make their desires known. Only in 
this way will they get the type of 
insurance laws they want, he said. 

Mr. Jacobsen said the state’s new 
financial responsibility law is too new 
to have any full effect until the first 
of next year. He said his department’s 
biggest headache is misspelling of 
names. He then described the new 
act in some detail and outlined the 
procedures of his office. 

During a rugged give and take 
question and answer period which 
followed the panel, it was brought 
out that: 

It would be “foolish” to speculate 
on whether the Bureau would increase 
commissions should loss ratios go 
down to the point where rates could 
be reduced. 

The Bureau would like to give more 
than two day’s notice of new casualty 
changes but circumstances make it 
impossible to do so. 

If the safe driving plan proves un- 
successful, the Bureau will have some- 
thing else ready. 


Ad Program Excites Discussion 


Both days of the convention were 
enlivened by spirited discussion of the 
Big I advertising campaign. Follow- 
ing the appearance of the ubiquitous 
NAIA film on the first day, Mr. Beck 
gave a brief history of the two-year 
old advertising campaign. Nebraska’s 
participation in this is somewhat pro- 
visional, it turns out. The state is 
primarily concerned with the present 
quota system and voted against par- 
ticipation in the program at the 
Phoenix meeting some months back. 
It voted the same way at the NAIA 
Chicago annual. Mr. Beck said his state 
feels that its quota is too high. Other 
states, he said, are also concerned with 
the quota system. 
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Porter Ellis, NAIA vice-presiden; 
scheduled to speak later in the egg. 
vention, then put in an unschedulg 
appearance and explained what no, 
participation would mean to Nebask 
agents. Whether they make 
quota or not, he said, they will gij 
receive the benefits of national Maga. 
zine advertising. This latter is Playing 
a larger part in the present campaig, 
than TV, he asserted, so any TV th 
agents might miss by failing to mak 
their quota isn’t that important any. 
how. 

On the next day, however, whe 
the advertising commitment regoly. 
tion came up, some agents voiced th 
complaint that contribution on th 
national level was only the beginning 
of their expense; if they did not tie.jp I 
locally with additional dollars, the jp. 
itial expense was lost. Mr. Beck denie 
this, saying that the individual agen 
reaps benefits by only making th 
initial, national, contribution. More dis. «, 
cussion followed. The resolution com. 
mitting the Nebraska association " 
the advertising program was eventual. 
ly passed, but only with a clause void. 
ing further participation until th ’ 
quota sy:tem problem “has been re. 7 
solved.” 


Plugs Farm Market 


Donald Ross, field merchandising 
manager for Successful Farming mag. 
azine, made a strong pitch for th 
farm insurance market. The economy 
is tied to the farm and yet the farmer 
is the nation’s most neglected market 
he said. 

Today’s farmer is richer than eve 
before. He has an average of 11 build 
ings on his farm and three tractors 
trucks or autos. He is a big busines 
men and a big buyer, Mr. Ross stated. 
Agents should not hesitate to approach 
the farmer with large premiums. He 
can pay and has done so, often having 
air-conditioned tractors. 

Pessimistic estimates of the future 
of farming must be disregarded. Ad} | B 
mittedly there will be fewer farms— 
but they will be bigger farms, riche 
farms. Today’s farmer is a chemist, 
structural engineer, scientist and high- 
ly skilled mechanic. He is more solvent 
than any other customer the agent 
may have, Mr. Ross claimed. 


Farmers And Customers 


Farmers and customers are no | 
synonymous. Forty-four per cent 
the nation’s farmers own 91% of the 
country’s cash farm income. Mr. R 3 
closed his colorful presentation of 
day’s farmer by asking the agents t0 
renew their faith in agriculture: ifs 
going to be around a long time, he 
said. 

In an address advocating a greater 
use of premium financing, William 1 
Pugh, Albuquerque, said that mer 
chandising in its pure form divides 
into quality and price. But today thes 
two states are drawing together. Di- 
rect writers were “made fun of” some 
years ago, he said, but currently their ~ 
policy not only has price, it also has 
quality. 

Although the price levels of direct 
writers are impossible to match and 
their claims handling methods als0 
give them an edge, the independent 




















NOSKER EMPLOYMENT AGENCY 
Insurance Specialists Since 1923 
California Positions 
Male—Female 4 
All Lines | 
610 So. Broadway Los Angeles 14 : 














XUN 


r 23, 1959 


-presiden 
| the ¢op. 
schedule 
what nop. 
0 Nebask 
ake  theip 
Will stij 
nal Maga. 
is Playing 
campai 

y TV th 
g to mak 
rtant any. 


ver, wher 
it resoly. 
Voiced the 
nN on the 
beginning 
not tie-ip 
rs, the in. 
eck denieg 
lual agen: 
aking th 
. More dis. 
ition com. 
ciation ty 
; eventual- 
ause void. 
until the 
- been re. 


chandising 
ning mag- 
h for the 
> economy 
‘he farmer 
-d_ market, 


than ever 
* 11 build 
e tractors, 
g busines 
oss stated 
) approach 
niums, He 
fen having 


the future 
rded. Ad 
r farms— 
ms, richer 
1 chemist, 
and high- 
re solvent 
the agent 


October 23, 1959 


ent can stay in the picture by of- 
fering installment premiums. Higher 
price thus becomes less of a factor, 
he said. 

“Hunger” was the reason he took 
up installment premiums, Mr. Pugh 
said. Pointing to the advantages of 
this system, he said insured also ben- 
efits, being able to afford fuller cov- 
erage. He added that finance plans, 
contrary to expectation, cut adminis- 
trative work for the agency. 


porter Ellis Speaks 


Mr. Ellis spoke briefly at Friday’s 
luncheon. Enumerating various prob- 
jems of the agent, he drew an analogy 
between what he called the isolation- 
ist stand of many Americans between 
the two major wars and the attitude 
of many agents today. The current 
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situation is not such as to encourage 
a stand-pat attitude, he said. 

Defeatism, as always, is a big prob- 
lem, he said. NAIA is not giving up. 
It is constantly striving for new 
ideas. Mr. Ellis said he is confident 
agents will give their very best, and 
“this is none too good for the Ameri- 
can public.” 

To those who lack the courage of 

their convictions, Mr. Ellis said “Fare- 
well. You won’t be around much long- 
er.” 
The importance of proper agency 
supervising was the subject of a talk 
by Guy Fergason, of Fergason Per- 
sonnel, Chicago. He said many agents 
may find poor production traceable to 
untrained supervision; untrained per- 
sonnel, and/or poor working condi- 
tions. Agents shouldn’t hesitate to 
supervise; personnel would rather be 
criticized than ignored. 

Although salaries are an important 
factor, of equal importance is giving 
employes a sense of direction. Incen- 
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tives for working—not necessarily fi- 
nancial—are important, Mr. Fergason 
said. 

Speaking of evaluating agencies, he 
said the overhead of an agency has 
little to do with its value. He has yet 
to see a company pull its contract 
out of an agency that was sold. It is 
not true that an agency with a lot of 
uncollected premiums is bad—it may 
simply be a problem of a poor collec- 
tor. Agents should always check lease 
committments, although few landlords 
fail to renew leases when agencies 
change hands. One of the most im- 
portant items to be checked is the 
prospective agency’s company balance, 
he said. 


Beauty Contest Features Wives 


Many events were planned for the 
ladies, including a beauty contest 
which featured twelve of them. The 
three winners were Mrs. Independent 
Agent, Mrs. Thomas Varney, Broken 
Bow; Mrs. Surety, Mrs. Kenneth 
Linn, Kimball, and Mrs. Complete 
Coverage, Mrs. Walter Scott, Omaha. 
The ladies were also invited to hear 
Kenneth McFarland, educational con- 
sultant General Motors, who spoke 
on the final afternoon. 

The rambling nature of the motel 
did nothing to dissuade those eager 
to sample the wares of hospitality 
suites. Operating far-flung refresh- 
ment outposts were Hartford Fire, 
Fidelity & Deposit, American Casual- 
ty, American Surety, Providence- 
Washington, Home, Travelers, Royal- 
Globe, Aetna Casualty, Standard Ac- 
cident, Continental-National, Anchor 
Casualty, Hawkeye Security, Mary- 
land Casualty, U.S.F.&G., Corroon & 
Reynolds, Phoenix of London, Na- 
tional Union and Zurich. 


MIC Votes To Join 
Inter-Regional Group 


(CONTINUED FROM PAGE 1) 
Manager R. M. Beckwith and several 
committees made reports. 

Elected to serve on the executive 
committee were J. M. Kidd, U. S. 
manager Norwich Union; Charles M. 
Close, executive vice-president Great 
American; Charles P. Jervey, vice- 
president Travelers Indemnity; L. C. 
Hall, vice-president New Hampshire; 
A. L. Polley, vice-president Hartford 
Fire; J. L. Erhardt, assistant U. S. 
manager Royal-Globe; R. H. Bancroft, 
vice-president St. Paul F.&M., and A. 
L. Lowe, vice-president Glens Falls. 

Frank W. Boyle, vice-president Em- 
ployers Fire, was elected chairman of 
the executive committee. Mr. Polley is 
vice-chairman, and Mr. Erhardt treas- 
urer. 


Defendants Hold Edge 
In Chicago Jury 


Decisions This Fall 

Cook County Jury Verdict Reporter, 
which analyzes personal injury deci- 
sions in Chicago and Cook County, re- 
ports that from the time the courts 
opened Sept. 1 through Oct. 5 there 
have been 49 cases decided, of which 
29 were not guilty and 20 were guilty. 
In the 20 decisions against the defend- 


ants total damages awarded were 
$332,260. 
Additionally, there were eight ex 


parte cases in which the awards were 
$213,700. 

Including the eight uncontested 
cases, the plaintiffs are still one be- 
hind the defendants for the season, 
28 to 29. This is unusual in a repre- 
sentative number of personal injury 
suits and insurance men have hopes 
that the Chicago juries, nationally 


under one corporate charter. 

4. The three aforementioned items 
will be effectuated successfully by the 
“super large” companies with millions 
in surplus; however, the smaller in- 
surers will be forced to continue their 
sales in the same basic pattern as 
they are doing today. 

5. Highly trained management spe- 
cialists will head field, management 
and marketing forces of tomorrow. 

6. Those who do not adopt new mer- 
chandising techniques will not gain 
their share in future markets. 

A resolution to seek a better break, 
insurance-wise, for drivers between 
16-25 was passed by the NAMIA 
board. The resolution outlined the 
difficulties of drivers between those 
ages in purchasing coverage, and the 
board favored a new application form 
to get additional psychological infor- 
mation necessary to underwrite the 
business; a determination of proper 
company and agency costs, and what 
percentage of this line is profitable 
business, and to return this business 
to proper channels of voluntary place- 
ment, reducing assigned risk plan 
work. 


Advisory Board Meets 


State association officers were on 
hand early for preliminary sessions 
over the weekend. At a meeting of 
the advisory board, a proposal for a 
home inspection program as a project 
for the state associations was made by 
Dale K. Auck, director of fire protec- 
tion of Federation of Mutual Fire In- 
surance Companies. The _ inspection 
program would utilize firemen during 
off-duty hours, and the agents’ work 
would be to help correct weak spots in 
the program and to stimulate interest 
in the fire prevention effort. 

Mr. Auck said that home inspections 
could eliminate from one-third to half 
of the dwelling fires. Since 65% of 
the fire department runs _ involve 
dwelling blazes, a home _ inspection 
program would not only reduce fires, 


NYFIRO Ceases Fire 
In Rate Litigation 


(CONTINUED FROM PAGE 1) 
rule any decision based on his discre- 
tionary power. 

In connection with its application to 
the court of appeals for permission to 
appeal in the North America dwelling 
rate matter, NYFIRO was advised 
that a number of issues in this regard 
were basically similar to those in the 
Allstate case. NYFIRO accordingly 
withdrew its petition for review of 
this case. 

In the opinion of the governing 
committee of NYFIRO, the filings do 
not conform to the standards of the 
law because the rates approved by 
former superintendents were inade- 
quate, and the decisions are unfair to 
members and subscribers bound to 
adhere to NYFIRO rates. This view- 
point was imparted to Superintendent 
Thacher at a conference in his office 
by staff members of NYFIRO. Never- 
theless, NYFIRO decided to withdraw 
all future petitions in the matters 
concerned. 
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but would also cut costs in fire de- 
partment operation. 

State secretaries attended a clinic 
to learn how to improve their publi- 
cations. Recommendations were made 
by a panel consisting of Thomas 
Casper of the Spectator; Michale Bro- 
dine of Gray & Rogers, Philadelphia 
public relations agency, and Richard 
G. Ebel of THE NATIONAL UNDERWRITER. 
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famous for their liberality, are begin- 
ning to change their ways. 

The change in favor of the defend- 
ants contrasts with a nearly two 
for one holding for plaintiffs in the 
spring. In the May-July term, there 
were 49 plaintiffs’ verdicts and 28 for 
the defendants. Awards in this period 
totaled $997,334. 
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